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ALC President Warns On_ Hellgren Reelected 
King-Anderson Measure Head Of Insurance 


If the administration’s King-Ander- 
son bill is enacted in its present form, 
“qa highly damag- 
ing and perman- 
ently crippling 
blow” will be dealt 
the efforts of the 
insurance business 
to insure the 
health care needs 
of those over 65, 
Otto Haakenstad, 
president of 
American Life 
Convention and of 
Western States 
Life, declared at 
the ALC’s annual meeting in Chicago. 

This bill, which would provide med- 
ical care for the aged through the so- 
cial security system, constitutes “one 
of the most important and far-reaching 
issues currently facing our business,” 
he said. 

“It is common knowledge that the 
insurance business has been searching 
for ways to provide adequate coverage 
for our senior citizens, and that great 
strides have been made, and are still 
being made in this direction. A va- 
riety of plans are available, and it 
would appear that the only concern 
should be for those who are unable 
to provide this coverage for them- 
selves. 

“The Kerr-Mills law enacted last 


Otto Haakenstad 





Wis. Rule Proposes 
Curbing Replacement 
Through Companies 


The Wisconsin department has sent 
notification to companies that it is pro- 
posing a new anti-replacement regu- 
lation, one which the department says 
will put a greater responsibility for 
policing replacement situations on the 
companies. 

Unlike the anti-replacement regu- 
lation proposed in Maryland, the Wis- 
consin rule would not require filing a 
copy of the replacement proposal with 
the department. But it would make the 
applicant for any life policy sign a 
statement to the effect that it is or is 
not going to replace an existing policy 
or policies, as does the regulation re- 
cently promulgated by the New Jersey 
department. 

The Wisconsin regulation also would 
Tequire the producer selling a policy 
that is replacing existing insurance to 
file a copy of the proposal with his 
company. Before issuing the replacing 
policy, the company must: 

—Immediately notify the company 
concerned of the possibility of its pol- 
icy being replaced. 

—Upon request by such latter com- 
Pany, promptly furnish to it a copy of 
the proposal. 

—Examine the proposal and be sat- 
istied that it meets other requirements 


(CONTINUED ON PAGE 44) 


Yim 





year is designed to take care of the 
indigent and the medically indigent. 
It is our belief that the benefits pro- 
vided for the needy by this law, plus 
the variety of voluntary coverages now 





American Life 
Convention Report 
Starts On Page 12 





available to others, are a proper and 
sufficient answer to the whole prob- 
lem of medical care. 

“Certainly it would be unfortunate 
if our entire population should be reg- 
imented under a compulsory system 

(CONTINUED ON PAGE 34) 


Huey To Keynote LIAMA 
Annual; First Session 
Program Is Completed 


Burkett W. Huey, managing director 
of LIAMA, will be the keynote speaker 
at the association’s annual meeting in 
Chicago, Nov. 7-10. Theme of the meet- 
ing will be “The Agency System—An 
Appraisal.” 

The meeting will open on Tuesday 
with committee meetings and general 
sessions will start Wednesday. On 
Wednesday, the legislative forum, 
“What’s Hot in Ottawa and Washing- 
ton?” will follow Mr. Huey’s speech 
and will be moderated by John Barker 
Jr., vice-president of New England 
Life. Forum participants will be J. N. 
Cunningham, vice-president and direc- 
tor of agencies of Crown Life; Glendon 
E. Johnson, associate general counsel 
of American Life Convention; Robert 
R. Neal, general manager of Health 
Insurance Assn., and Eugene M. Thore, 
vice-president and general counsel of 
Life Insurance Assn. 

LIAMA President Kenneth B. Skin- 
ner, vice-president and agency director 
of Southland Life, will deliver the 
presidential address at the fellowship 
luncheon Wednesday. 

The Wednesday afternoon program 
will open with “The Passing Parade,” 
a panel on current trends in various 
types and sizes of companies, with 
Charles G. Heitzeberg, vice-president 
in charge of agencies of Mutual Bene- 
fit Life, as moderator. Panelists will 
be Lloyd A. Brewer Jr., agency vice- 
president of Equitable of Washington, 
D. C.; G. Warren DeGelleke, director 
of individual sales of New York Life; 
Henry Keller Jr., vice-president, agen- 
cy, of State Farm Life; A. Rogers May- 
nard, 2nd vice-president of Metropoli- 
tan Life, and Ronald D. Rogers, vice- 
president and director of agencies of 
North American of Chicago. 

Gordon W. McKinley, executive di- 
rector of economic and investment re- 
search of Prudential, will close the 
Wednesday session with a speech titled 
“Economic Growth and Life Insurance 
in the Decade Ahead.” 

The program for the Thursday and 
Friday sessions will be announced 
later. 





Economics Society 


J. E. Hellgren, 2nd vice-president of 
Lumbermens Mutual Casualty, was 
reelected president of Insurance Econ- 
omics Society at the annual meeting, 
held at the Edgewater Beach Hotel, 
Chicago. 

Other officers elected are W. deV. 
Washburn, president of American 
Health, 1st vice-president; J. W. 
Scherr Jr., chairman of Inter-Ocean, 
2nd vice-president; H. O. Fishback Jr., 
vice-president Northern Life of Seat- 
tle, secretary; executive committee 
members (three year terms), Barry 
Oakes, president Republic National 
Life, E. J. Faulkner, president Wood- 
men Accident & Life, Ralph D. Jones, 
executive representative Continental 
Casualty, W. Sheffield Owen, vice- 
president Life of Georgia, and R. A. 
McCord, executive vice-president Illi- 
nois Mutual Life & Casualty. 

“The society,” said Mr. Hellgren in 
his presidential address, “has made a 
creditable record when we _ witness 
plans of compulsory cash sickness com- 
pensation operating in only four states 
and not one plan of this kind enacted 
in any state since 1949.” He said, how- 
ever, that changes over the years in 
the California law are obviously in- 
tended to drive all this business into 
the state fund, and California will 
soon have a state monopoly like Rhode 
Island’s. 

Managing Director E. H. O’Connor 
reported that 23 states enacted legis- 
lation to take advantage of the Kerr- 
Mills law and four other states require 
no action, making a total of 27 states, 
with a bill pending in Wisconsin. 
These results, he said, should help the 
opponents of the King bill, which now 
is pending in Congress. 


Bradford & Co. 
Syndicate Buys 
Two Life Insurers 


Northwestern National 
And Old Line Life Sold 
To Nashville Group 


Nationwide Corp. has entered into 
an option agreement to sell its 52% 
holding of Northwestern National Life 
stock to J. C. Bradford & Co., invest- 
ment brokers of Nashville. The price is 
reported to be $153 a share. The bid 
price of Northwestern National has 
jumped recently from 125 to 150. 

Bradford & Co. is understood to be 
representing a syndicate of unnamed 
buyers. 

When it was bidding against man- 
agement for stock control of North- 
western National, Nationwide Corp. 
paid as high as $105 a share for the 
stock. However, Nationwide Corp. 
never achieved the degree of control 
its stock holding. would indicate, be- 
cause the participating policyholders 
are entitled to votes. But figuring an 
average cost to Nationwide of $100 a 
share for 52% of the stock (114,400 
shares), the difference between pur- 
chase and sale comes to just over $6 
million. 

Bradford & Co. also has purchased 
control (40%) of Old Line Life of Mil- 
waukee, another insurer which recent- 
ly went through a stock control bat- 
tle. The controlling stock of E. C. 
Rhodes of Aberdeen, S. D., and Charles 
A. Sammons of Reserve Life of Texas 
was sold in this transaction, it is un- 
derstood. The price was not disclosed, 


(CONTINUED ON PAGE 37) 








The new officers and members of the executive committee of Life Insurance 
Advertisers Assn. pose for their first group picture. Front row, from left, are 
George H. Kelley, New York Life, LAA secretary; William A. Neville, Great- 
West Life, vice-president; L. Russell Blanchard, Paul Revere Life, president; 
Robert M. MacGregor, Phoenix Mutual Life, treasurer, and David J. Behling, 
Northwestern Mutual, editor. Back row, from left, are members of the execu- 
tive committee, Myron Jones, Union Central Life; Henry E. Arnsdorf, Pruden- 
tial; James P. Ferguson, London Life; Francis J. O’Brien, Franklin Life; John 
M. K. Abbott, New York Life; Joseph M. Locke, Gulf Life, and John L. Briggs, 
Southland Life, immediate past president. 
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High Tribute Paid To GAMC 
Leaders Of Year Just Ended 


High tribute was paid to Carr R. 
Purser, Penn Mutual, New York City, 





Carr R. Purser Judd C. Benson 


the retiring chairman of the General 
Agents & Managers Conference and 
his administration, at the closing ses- 
sion of the recent GAMC annual meet- 
ing during the NALU convention in 
Denver. 

Notes Three Accomplishments 


Judd C. Benson, manager Union 
Central Life, Cincinnati, chairman of 
the 10th anniversary committee for 
GAMC, emphasized three important 
accomplishments of the year just end- 
ed: Seventeen companies achieved 
100% GAMC membership, 124 compa- 
nies subscribed to and endorsed the 
GAMC Statement of Principles in 
Agency Management and membership 
passed the 7,000 mark. Representa- 
tives of the 100% companies were 
awarded plaques at the GAMC lun- 
cheon. 

Speaking on “Count Down for Or- 
bit,” Mr. Benson, the closing speaker, 
declared that “Only fools strut and 
bask in their historical glories, great 
or small; but wise men carefully and 
thoughtfully examine their past ex- 
periences and take full advantage of 
the lessons learned in charting their 
future course of action.” He developed 
key points based upon a 10-year his- 
tory of GAMC and suggested that the 


Cobb New Head Of 
Pru’s Chicago HO 


Prudential has named Raymond W. 
Cobb vice-president in charge of the 
Chicago regional home office to fill the 
post being vacated Oct. 27 by the re- 
tirement of James E. Rutherford, as 
reported in last week’s issue. 

Mr. Cobb, formerly a 2nd _ vice- 
president at Chicago, joined Pruden- 
tial in 1932 on graduation from the 
University of Vermont. He helped or- 
ganize the Chicago home office prior 
to its opening in 1955. 


Inland Life Surpasses 
$50 Million In i0 Months 


Inland Life of Chicago, which wrote 
its first policy in November of 1960, 
passed the $50 million mark in paid 
for and in force in September. Starting 
from scratch, the company joined the 
top 55% of all life companies in the 
U.S. in less than 10 months. According 
to President R. R. Hagelman, the com- 
pany has not employed any “special 
policies or gimmicks but concentrates 
on securing high quality business on a 
competitive basis.” A considerable por- 
tion of this business to date has been 
in group policies. At present securing 
its ordinary life business through 





[Inland is in the process of 
ng a general agency system. 
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life insurance industry would be “in 
orbit” only when it has significantly 


improved its effectiveness in these 
areas. 
Mr. Benson placed principal em- 


phasis on a greater investment by the 
life insurance industry in the “lab- 
oratories of human behavior,” i.e., the 
agency plant of each company. Draw- 
ing liberally from the historical data 
available in the GAMC brochures 
published following each midyear and 
annual meeting of NALU, he pointed 
out that most of the problems of the 
past revolved around agency man- 
power and that all too frequently top 
management in life companies was 
not as keenly interested in the “labo- 
ratories of human behavior” as in the 
less exacting and less troublesome 
phases of our business such as the 
underwriting, financial and actuarial 
departments. 

Specific suggestions were made for 
improvement in the following areas: 

1. Agents, home office personnel and 
field management must move rapidly 
and precisely to resolve any differ- 
ences in attitudes and opinions so that 
we will present a united front in solv- 
ing their most pressing problem, which 
is better acceptance of their product 
by the public. Each man and woman, 

(CONTINUED ON PAGE 26) 


James Ridley Becomes 
A Company Relations 
Consultant For LAMA 


James R. Ridley, former assistant to 
the president of Family Fund Life of 
Atlanta, has 
joined the staff of 
LIAMA as a con- 
sultant in the com- 
pany relations di- 
vision. 

Mr. Ridley be- 
gan his life insur- 
ance career in 1950 
in Atlanta with 
National Life & 
Accident and 
joined Life of 
Georgia the fol- 
lowing year. In 
1957, he was named vice-president of 
the then newly formed Universal 
American Life. In 1960 he went with 
Family Fund Life. 


N. Y. Training Directors 


Annual Program Completed 


“Second Thoughts on the 60s” will 
be the theme of the fall meeting of 
New York Area Training Directors 
Assn., Oct. 17, at New York. Herbert 
C. Graebner, dean of American Col- 
lege, and A. Leslie Leonard, dean of 
the School of Insurance, will speak on 
the problems and decisions of the com- 
ing decade. Walter Mahlstedt, vice- 
president of Teachers Insurance & An- 
nuity Assn., will talk on the variable 
annuity in action. 

Other speakers will be Berenice E. 
Connor, associate editor of Ladies’ 
Home Journal, who will discuss a 
woman’s attitude toward life insur- 
ance; Marion I. Gilmore, John Han- 
cock, Albany, chairman of Women 
Leaders Round Table, and Philip M. 
Lawton, senior consultant of LIAMA. 
Program chairman is Lester J. Ken- 
yon, assistant superintendent of agen- 
cies of Manhattan Life of New York. 





\ 


James R. Ridley 


Thacher Emphasizes 
Ethics In Claims 
And Need For Code 


In his address at the annual meet- 
ing of National Assn. of Mutual In- 
surance Companies in New York, 
Superintendent Thomas Thacher en- 
larged upon his position on “insurance 
ethics.” Last August, in his prelimi- 
nary report to the New York legis- 
lature, Mr. Thacher revealed that his 
department now considers it essential 
that each licensed insurer formulate 
and adopt a code of ethics. 

At the mutual meet, Mr. Thacher 
emphasized that ethics go beyond con- 
flict of interest in the activities of 
directors, officers and personnel of a 
company. They extend throughout the 
entire scope of the insurance organi- 
zation’s operation down to subordinate 
claim adjusters. He has suggested that 
every claims manager should estab- 
lish a code and enforce it to obviate 
slipshod practices or conflicts of in- 
terest. 


N. Y. To Keep Tabs 


In general, Mr. Thacher said, man- 
agement must work out its own codes 
and enforcement techniques. But its 
action or inaction in this respect 
should and will be covered in reports 
on company examinations by his de- 
partment. Accordingly, New York’s 
regular examination of claims prac- 
tices will consider not only “treat- 
ment” of policyholders and claimants, 
and procedures used by the company, 
but also what steps the insurer takes 
to effect compliance with ethical 
standards of conduct on the part of 
claims men. 

Mr. Thacher pointed out that com- 
panies will soon be answering the new 
National Assn. of Insurance Commis- 
sioners interrogatory. He suggested 
that as each company considers en- 
forcement procedures appropriate to 
itself, it might be well to consider the 
feasibility of defining the essential 
elements of a code for ethical claims 
handling. Collective consideration of 
this problem would be fruitful. 

Formulation of a code for claims 
handling is perhaps a simpler matter 


(CONTINUED ON PAGE 38) 
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Urges Group Aid 
For Progressive 
Patient Care Plan 


A combination of medical and groy 
insurer efforts is needed to provi 
good hospital care as efficiently ap; 
inexpensively as possible, Dr. Kar] 5 
Klicka, executive director Hospity 
Planning Council of Metropolitan (hj. 
cago, told Chicago Group Insurang 
Assn. at its October luncheon. Presig. 
ing at the luncheon was Ray Zum. 
brook, Alexander & Co., president of 
the association. Thomas H. Stewart, 
district group manager General Amer. 
ican Life, association secretary, intro. 
duced the speaker. 

Dr. Klicka described the new hos. 
pital philosophy of ‘progressive’ pa. 
tient care as the kind of medical de. 
velopment that requires cooperation 
and flexibility from group insurers 
‘Progressive’ in this context is used in 
its most literal sense—a_ progression 
from step to step, so that medical care 
is graded to the patient’s needs. A pa- 
tient is given intensive therapy fol- 
lowing surgery or directly after ad- 
mittance to hospital. From this phase 
he progresses to floor care, from there 
to self care with a minimum of nur- 
ing. 

How System Evolved 


This system evolved from the days 
when hospital nurses were hired from 
a central nursing pool at the rate ofa 
nurse per patient, Dr. Klicka explain- 
ed. After the war, it became increas- 
ingly difficult to employ special duty 
nurses. At first the nurses available 
were shared between small groups of 
patients. From that situation grew the 
concept of group special nursing. 

In the progressive care plan, group 
nursing has been carried a step fur- 
ther. Special duty nurses are main- 
tained entirely by the hospital instead 
of being taken from a pool. Their ser- 
vices are used for large groups of pa- 
tients—kept close together for com- 
municability and speedy care—who 
require intensive therapy. In this way 
Dr. Klicka pointed out, it is possible 


(CONTINUED ON PAGE 38) 








G. R. Kendall, co-founder of Washington National of Evanston (which is 
celebrating its fiftieth anniversary this year), holds a plaque given to him by 
the company’s A&S department at a ceremony attended by the executive com- 
mittee, of which Mr. Kendall is chairman, and by the A&S planning board. 

The plaque features actual filing panels of the company’s two new “GE 
(guaranteed renewable) policies and a legend which relates the “GR” designa- 
tion to G.R. Kendall and the golden anniversary of the company. 

On hand for the presentation were, from left, E. P. Barnhart, associate 
actuary; P. W. Watt, president; R. S. Finley, 2nd vice-president; G. Preston 
Kendall, executive vice-president and secretary; G. R. Kendall; A. M. Hanson, 
3rd vice-president; C. H. Kendall, executive vice-president; J. T. Helversom, 
3rd vice-president; K. Mullins, vice-president; J. L. Elliott, 2nd vice-president, 
and R. J. Wetterlund, board chairman. 








October 








October 14, 1961 


LIFE INSURANCE EDITION 


Hardly any group is too small to get in- 
surance under the Travelers umbrella. If four or 
more people are employed in your client’s business 
—the minimum number varies from state to state— 
The Travelers has a new package of benefits for 
him and his employees. Life Insurance, Accidental 


Death, Weekly Disability Income, Hospital, Med- 
ical, Surgical and Major Medical benefits are 
available. Amounts of insurance are liberal. Ad- 
ministrative features are simple and streamlined. 
The cost is low. Ask your Travelers man today about 
the employee plan for “Four or More.” 


HARTFORD 15, 


THE TRAVELERS Insurance Companies (3nnteticur 


P.S. How about this plan for your own agency? 
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Many representative career Life 
Underwriters and Brokers are achieving 
new increased volumes in our 


area — coast to coast. 


Ree Lite te Tr at eC 


GREAT SOUTHERN 





te LIFE INSURANCE COMPANY 
2 FOUNDED 1908 

ni HOME OFFICE * MOUSTON, TEXAS 

Ps Affiliated Companies 

i Superior insurance Company 

= Sentinel ind ity C 

‘4 





OVER A BILLION IN FORCE 











EXCEPTIONAL OPPORTUNITY 


You 


Be a General Agent NOW if you are a Life Agent or 
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General Agent with these qualifications: 


Aggressive, ambitious, good references. 
Top past production performance. 
Self-starters, over age 27, married. 
A desire to manage your own business. 
No executive experience necessary. 


. ©& -@ es 


Our NEW Expansion Program brings you the prestige and 
experience of an old line company plus: 


© Top commissions for Agents and General Agents. 
Life-time (of policy) fully-vested renewals. 
New, modern, well-merchandised Life policies. 
Complete, competitive line of Health Insurance. 
New and exclusive Audio-Visual Program. 
Service, flexibility, competitiveness and quality. 


Contact: Superintendent of Agencies 


211 West Wacker Drive 
Chicago 6, Illinois 
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Public Expects Value 
When Buying 
A&S: James Williams 


The American people are willing to 
pay more for their health services but 
they want to be sure that their dollars 
are being used efficiently, James R. 
Williams, vice-president and general 
manager of Health Insurance Institute, 
told the state officers conference of 
American Academy of General Prac- 
tice at a meeting in Kansas City. 

Mr. Williams said increasing atten- 
tion is being given to the rise in health 
care costs, and it is in this area that 
greater cooperation is needed between 
the providers of health services and 
those who help finance its cost. He 
noted that there recently has been a 
flood of reports on the cost of health 
care which he said indicates public 
concern about the issue. 


Issue Not Being Faced 


“The concerns are manifested by an 
uneasy feeling that the issue of cost 
control is somehow not being faced 
realistically,” he warned. Because 
health insurance is tied to the complex 
structure of modern health care it 
must be flexible and responsive to 
changing needs and conditions. Many 
place great hope in this area on major 
medical insurance, which he called 
“the fastest growing health insurance 
today.” 

Mr. Williams said public acceptance 
of major medical insurance indicates 
“some ‘significant public attitudes,” 
and, elaborating, “First of all, it dem- 
onstrates that the American people 
want to pre-pay or budget or insure as 
much of their unpredictable health 
care bill as possible while still retain- 
ing the right to choose their type of 
health service. This concept, it seems 
to me, underscores their preference for 
the traditional voluntary system both 
for provision and financing of care. 

“It illustrates, too, that people are 
willing to pay more for their health 
services—especially through a spread- 
the-risk device like insurance—pre- 
cisely because medical science is re- 
sponsive to their higher expectations 
for health and longevity. 

“The people, however, will retain 
this confidence only so long as they 
remain convinced that higher costs 
mean higher quality, and not ineffi- 
cient, wasteful practice.” 

Mr. Williams pointed out that in- 
surance companies are ready and ea- 
ger to work cooperatively with medi- 
cine toward stabilizing medical costs. 
He said that the council’s representa- 
tives have interested themselves in 
review committee arrangements and 
in the establishment of relative value 
schedules. 

“We believe these are healthy signs 
of cooperation between insurance and 
medicine that inevitably will lead to 
better service to the public. The more 
this kind of activity can be devel- 
oped—and its impact brought home— 
the more confidence there will be in 
the capabilities of our voluntary sys- 
tem to adjust to and meet the needs 
and expectations of the American peo- 
ple,” he said. 

Indianapolis Life in August showed 
an increase of 15% over the same 
month a year ago. Sales for the first 
eight months are 13.1% ahead. Top 
salesman for August was Sam Huston 
of the Kaufman agency, Indianapolis. 
The agency was also tops in the nation 
for the month. 
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Health Legislation 
Reviewed For IIl. 


A&S Underwriters 


Recent legislation in the health fj 
was reviewed by Joseph Peel, co 
at Chicago for Health Insurance 
at the opening fall meeting of 
nois A&S Underwriters Forum. 
erick Dirrick, Municipal of Chi 
a vice-president of the forum, presj 
at the well-attended meeting. 

Other officers are William B 
Employees Life, president; Robert F, 
gle, Hooper-Holmes, and James 
way, Prudential, vice-presidents; Wij 
liam Phelps, Bankers Life & Casualty 
corresponding secretary; John Con) 
Prudence Life, recording secretary, 
Charles Hass, Combined of Chicag) 
treasurer. 

Mr. Peel described health ins 
as being in its “young adult” stage. }; 
is symptomatic of this stage that ther 
has been so much legislation pertain. 
ing to the health field in the past fey 
years. “However,” he said, “even ir 
the face of sometimes ill advised leg. 
islative proposals, we have been suc. 
cessful thus far in preserving our righ 
to exist.” 


Supported Legislation Passed 


The facts he gave demonstrate 
that, almost without exception, legis. 
lation opposed by the health busines 
has failed, while that supported ha 
been passed. State health measure 
that would have restricted the right 
to cancel, regulated rates, enforced 
compulsory non-occupational disabil- 
ity, and provided for mandatory pn 
rating ran into firm opposition from 
health insurers. All were defeated, 
though Mr. Peel mentioned that some 
of this legislation is likely to come up 
again. 

His description of a bill recently 
defeated in California drew exclama- 
tions of surprise and disapproval from 
his audience. This measure would have 
labeled all health policies A, B, C, or 
D. An “A” policy would have been 
defined as one on which sufficient 
experience had been developed to pro- 
duce a 75% loss ratio. For a group 
policy, the required “A” ratio would 
be 85%. If the loss ratio were not 
reached within a year, the difference 
between the amount paid by insured 
and the amount established for the 
loss ratio would be refunded. 

Mr. Peel pointed to the model credit 
life and credit A&H bill recommended 
by National Assn. of Insurance Com- 

(CONTINUED ON PAGE 44) 




















Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 


Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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th i A - Steady income is a man’s most valuable economic asset and needs 
er e Ss a protection. Over the years, this income could amount. to quite a 
sum—if it continues without interruption. But a serious accident 


better or illness could change all that . . . a fact that no man can ignore. | 
i 


You can't ignore this most important client need, either. You'll dis- 
Wa VY cover that Provident Mutual's Income Protection policies are quite 
flexible and offer liberal benefits. All are non-cancellable and 


to rotect guaranteed renewable to age 65—and participating. In addition, a 
Pp wide range of elimination and maximum benefit periods makes it 
possible for your client to design his own plan. 


y our Our competitive net costs make this portfolio of up-to-date coverages 
even more attractive. Provident Mutual's new Income Protection 


Ms tA 
client Ss policies won't lie down on the job! You'll do well to investigate. 


income AAAAAAAAA | 
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J. S. Baker Project 
Wins Metropolitan 
Life Safety Award 


National Safety Council presented 
the 1961 Metropolitan Life award for 
research in accident prevention to J. 
Stannard Baker, director of research 
and development for the traffic in- 
stitute at Northwestern University. 
Mr. Baker’s exploratory study in traf- 
fic accident investigation was judged 
to be “the most significant contribution 
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towarad the reduction of accidental 
deaths” of 54 projects submitted. 

The award is administered by the 
council under a grant from Metropol- 
itan Life. It includes $1,000 and a 
commemorative plaque. 

Mr. Baker and his research team 
attacked the problems of accident in- 
vestigation from several angles. A 
team comprised of an engineer, a phy- 
sician, and a behavioral scientist—first 
a psychologist and later a sociologist— 
studied specific accidents. Arriving at 
the scene of a crash minutes after it 
occurred, the team spent several days 





of premium amount. 









Another Real Salesmaker... 
Colonial’s 4 to 24 Group Services 


Designed for business firms with a small number of employees 
including active owners, partners and officers who want com- 
plete group insurance protection. 


Life & A. D. D. 

Loss of Time Weekly Income 
Hospital & Surgical Expense 
Doctor’s Visits 

Major Medical 


Plans can be tailor-made to fit any given situation regardless 


For information and commission agreements write to: 


W. Thomas Fiquet, Vice President 


Colonial Life 


97 INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 
Affiliated with Chubb & Son Inc. 


through Federal Insurance Company 








on each accident, examining the ve- 
hicles, drivers, and road involved. 

Using the data compiled by this 
team, other researchers analyzed the 
principal published concepts of traffic 
accident causes to determine what 
they had in common. They compiled 
an inventory of factors suggested as 
contributing to accidents in order to 
develop a classification system which 
could be used as a guide to systematic 
analyses of accident. 


Work Methods Studied 


Another approach attempted to dis- 
cover why the most critical step in 
identifying the cause of an accident 
often goes wrong. Work methods of 
the investigating team and of profes- 
sional police and insurance investi- 
gators were studied. An experiment 
was made in which people of different 
technical competence, from _ club 
women to traffic engineers, were given 
facts about a simple head-on collision 
and asked to detcrmine which car was 
at fault. 

Findings of the project indicate the 
following points: 

—The usual analysis of traffic ac- 
cidents does not normally determine 
their real causes. Such determination 
is vastly more complex than formerly 
believed. 

—A list of more than 800 conditions 
and actions, any one or combina- 
tion of which could result in an ac- 
cident, could be compiled. The full list 
would include for example, conditions 
of the driver, the car, the road and 
the weather, actions and experience 
of the driver, and conditions found in 
specific areas, such as high altitudes. 


Average Of Seven Factors 


—In the accidents investigated, an 
average of seven factors which could 
cause an accident were present. But 
not always were all of the factors pre- 
sent responsible for the accident which 
actually occurred. 

—tTechnically trained persons are 
hardly more reliable than laymen in 
determining the cause of accidents. 

—Official accident reports currently 
in use contain almost no reliable infor- 
mation about accident causes. The in- 
formation is usually descriptive, but 
it is often misapplied to identify 
causes. 

—The cause of an accident cannot 
be determined without first knowing 
how it occurred. There are many dif- 
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— Astory of... GROWTH and PROGRESS 
Admitted Assets Insurance in Force 
1940 $905,064 $7,703,483 
1950 $6,527,300 $34,552,332 
1955 $12,494,145 $45,169,420 
1960 $20,638,209 $66,447,298 
Present Assets over $21 Million 
Over $70 Million Life Insurance in force. 
As the western U.S. increases in economic importance, BANKERS UNION 
LIFE keeps pace with the trend. 
Investigate our profit sharing contract and 
non-forfeitable renewals. Operating in 13 
states, offering ordinary life on par and non- 
par plans. 
BANKERS UNION LIFE INSURANCE GOMPANY 
200 JOSEPHINE . DUDLEY 8-4651 . DENVER 6, COLORADO 
- C. B. McCormick, President ‘ 
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1960 Census Study 
To Be Sponsored By 
Equitable Society 


Equitable Society is completing ne. 
gotiations with the Social Science Re 
search Council and the Bureau of th 
Census to help sponsor a series og 
interpretive studies of various aspect 
of the 1960 census, John W. Riley Jp 
Equitable’s 2nd vice-president and di. 
rector of social research, told the apn. 
nual conference of Life Office Map. 
agement Assn. in Washington, D, ¢ 

He called the 1960 census “the mos 
remarkable and most enormous depos. 
itory of social information ever ¢o}. 
lected in human history.” 

Mr. Riley described some of the 
sociological problems that will con. 
front the life insurance industry ip 
the next decade, saying that the great. 
est increases in population groups in 
the next 10 years will occur in the 
20-29 age group and among those 65 
and over. He predicted that the life 
insurance business could expect a 
marriage boom in 1965 or perhaps a 
little earlier that would result in the 
creation of no fewer than one mil- 
lion new families each year. 

The meaningful centers of popula- 
tion will cease to be cities in the tra- 
ditional sense, Mr. Riley said, but will 
become metropolitan areas. 

“With all this fantastic experience 
in mobility, the Post Office Depart- 
ment estimates that during the next 
10 years it will try to handle some 
400 million changes of address. Think 
what that means for insurance opera- 
tions!” 

Mr. Riley emphasized the need for 
increased knowledge of the ever- 
changing structure and function of the 
American society. 

“If the industry is to continue to be 
a creative force,” he said, “it is my 
very simple thesis that we shall need 
a continuous stream of fresh informa- 
tion that will produce a keener under- 
standing of the evolving composition 
of the population of our society and of 
the forces which shape its values and 
its social institutions.” 





ficulties in reconstructing an acci- 
dent. But without such reconstruction, 
a physician tends to find a physical 
defect of the driver to blame for the 
accident, while an engineer tends to 
discover mechanical defects in the au- 
tomobile. 

—tThere is a need for new analyti- 
cal methods in the study of causes of 
accidents, and for specialists trained 
in accident investigation. 

Baker compared the determining of 
the cause of an accident to the diag- 
nosing of a disease by a doctor, with- 
out the doctor’s advantage of being 
able to watch the disease develop. He 
estimated that once the techniques and 
disciplines required to train an inves- 
tigator are determined, the actual 
training of a capable investigator 
would require four years. 


Robert Curran To Discuss 
‘Brokerage Business Today’ 
At N. Y. C. Managers Lunch 


Robert I. Curran Jr., general agent 
of Massachusetts Mutual, will be the 
speaker at the luncheon of New York 
City Life Managers Assn., Oct. 26, in 
the College Hall of the Hotel Astor. Mr. 
Curran, who is also president of New 
York City Life Underwriters Assn. 
will speak on “Brokerage Business— 
Present Day Attitudes and Philoso- 
phies.” 
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NOW, PICK UP YOUR PEN AND WRITE US A LETTER! 


“Mr, Murray Longworth, President, United of Omaha, Omaha, Nebraska. 
unusual career opportunities for successful life insur- 
urance company like yours. I’m interested. Tell me 








We'll even start it out for you: 
gnt | Dear Mr. Longworth: I understand your company has 
ork | ance men... opportunities seldom offered by a major life ins 
Mr. | more. And for your information, here is personal data about me and a resume of my experience—”. Just finish 
sm, | this letter in 250 words or less. Invest in a 4 cent stamp. Drop it in the nearest mail box. You’ll be glad you did. 


SS— 
| UNITED BENEFIT LIFE INSURANCE COMPANY, OMAHA, NEBRASKA 
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LAA Excellence Award 
Recipients Are Listed 


Material To Motivate Agents 
All American Life & Casualty 
Bankers Life of Nebraska 
Confederation Life 
Connecticut Mutual 
Equitable Life of Iowa 
Knights Life of Pittsburgh 
Metropolitan Life 
Mutual Benefit Life 
Pan-American Life 
Travelers 


Awards of excellence were made in 
16 classifications at the recent annual 
meeting of Life 
Insurance Adver- 
tisers Assn. at 
Dallas. Chairman 
of the’ exhibits 
committe was Lof- 
lin E. Harwood, 
Great American 
Reserve. Other 
members were Al- 
an S. Crawford, 
Excelsior Life, co- 
chairman for Can- 
ada; B. H. Van 


Sales Aids 
Aid Association for Lutherans 
Hartford Life 
John Hancock 
Metropolitan Life 





Duyn, American i ofin &. Harwood Mutual of New York 
National, vice- Pacific Mutual 
chairman; Eugene S. Coleman Jr., 


Republic National 

Security Benefit Life of Kansas 
Southland Life 

State Mutual Life 

United Life & Accident 


Prestige And Good-Will Builders 
Connecticut Mutual Life 
Mutual Benefit Life 
National Life of Vermont 


Southland Life, Anita Hoecker, New 
York Life, J. Patrick Houren, Republic 
National Life, John P. Nesbit, Life of 
Virginia, William Razo, Great National 
Life, Kenneth B. Rutland, Ohio Na- 
,tional Life, and Elizabeth Smith, 
Great American Reserve. 

Following are the award categories 
and the winners in each: 





OBVIOUSLY IMPRESSED! 


You will he too— 
with our new 
rate hook! 


“You'll be really impressed with 
North American’s brand new 
Life and Health Insurance 
Rate Book. You'll be 
impressed with its 
appearance, its complete line 
of policy plans and most 
of all . . . you'll be 
enthusiastically impressed, /) 
with its rock-bottom lk 
premium rates. [| | sheer 
} 























e@ Or maybe you won’t 
like the complete Rate 
Book as much as you'll 
appreciate our new Rate 
Cards. @ In short, 
North American’s new 
rates and new plans 
(and new policy forms, 
too) will impress anyone 
as money-making, 
commission-building 
tools. Further evidence 
that to the man in the field, 
we are really the country’s 
most friendly company. 

® Seeing is believing. If you 
would like a copy of the Rate 
Cards...or the Rate Book... 
write Ronald D. Rogers, C.L.U., 
Vice President-Director 
of Agencies. 








NORTH AMERICAN LIFE 
INSURANCE COMPANY OF CHICAGO 





NORTH AMERICAN BUILDING CHICAGO 3, ILLINOIS 








Recruiting Material 
Indianapolis Life 
Monarch Life of Canada 


Direct Mail 
Connecticut General 
Great American Reserve 
Indianapolis Life 


Policyholder Material 
Home Life of New York 
Mutual of New York 
National Life of Vermont 


Brokerage Material 
All American Life & Casualty 
Bankers Life of Nebraska 
Berkshire Life 
Eastern Life of New York 
Manufacturers Life 
United States Life 


Company Field Magazines 
Aetna Life 
Bankers of Nebraska 
Fidelity Bankers Life of Richmond 
Great Southern Life 


Home Security Life of North Carolina 


John Hancock 
Massachusetts Mutual 
Mutual Benefit Life 
National of Canada 
Occidental of California 
Provident Life & Accident 
Provident Mutual Life 
Prudential 

Southland Life 


Employe Relations 
Equitable Society 
Gulf Life 
John Hancock 
Mutual of New York 
Southwestern Life 


National Printed Advertising 
Equitable Society 
Imperial Life of Canada 
John Hancock 
Massachusetts Mutual 
Mutual of New York 
New York Life 
Pacific Mutual Life 
Prudential 
State Mutual Life 
Travelers 


Regional Printed Advertising 
Great American Reserve 
Group Health Mutual Inc. 
Guarantee Mutual Life of Omaha 
Life of Georgia 
Life of Virginia 
Piedmont Southern Life 


Insurance Journal Advertising 
Aetna Life 
All American Life & Casualty 
General American Life 
Lincoln National Life 
Security Benefit Life of Kansas 
United States Life 


Public Relations 
Bankers Life of Nebraska 
Country Life 
Ohio National Life 
Pan-American Life 
Phoenix Mutual Life 
Provident Life & Accident 
Prudential 


Group Coverage 
New York Life 
Occidental of California 
Union Mutual Life of Maine 


Personal Health Insurance 
Aetna Life 
Hartford Life 
Ohio National Life 
Union Mutual Life of Maine 


Annual Reports 
All American Life & Casualty 


October 14, 19 


American Mutual Life 
Fidelity Mutual Life 
Great-West Life 

Home Life of New York 
Piedmont Southern Life 
Southland Life 
Southwestern Life 
Travelers 


Hartford Life Holds 4-Day 
Group Sales Conference 


A four-day group sales conference 
has been staged by Hartford Life for 
22 qualifying agents and eight re. 
gional supervisors. Directing the meet. 
ings were Daniel H. Quigg, vice-pre. 
sident, and Willett K. Boger Jr., 2nd 


vice-president. 


American Hospital-Medical Benefit 
of Michigan has two new life, hospital, 
medical and surgical and health and 
accident package policies for small 
groups. One plan is for groups of five 
to 10 persons and another plan (which 
does not require a health statement) 
is for larger groups of 10 to 25 per. 
sons. The plans include supplemen- 
tary hospital coverage up to $5,000, 
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BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARI. 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASVALTY 
EMPLOYEE BENEFIT PLANS 


ATLANTA NEW YORK 
DALLAS MIAMI 


RICHMOND 
PORTLAND 








HARLEY N. BRUCE & ASSOCIATES 
(Founded 1929) 


Consulting Actuaries 
Chicago Pittsburgh 


Cleveland 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver los Angeles 








E. P. HIGGINS & CO. 


Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 
Bourse Building Philadelphia 6, Pa. 








Haight, Davis & Haight, Ine. 
Consulting Actuaries 
Insurance—Pensions 


2801 North Meridian St. 5002 Dedge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 











COMPANY 


INCORPORATED 


THE 
HOWARD E. 


Consulting Actuaries 
2859 N. MERIDIAN ST. « INDIANAPOLIS 7, IND. 
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On 1958 CSO Table 


§.M.A Issues New 
Plans, Sales Aids 


Business Men’s_ Assurance held 
meetings with branch and district 
managers throughout the country dur- 
ing the last two weeks of September, 
to inform them of new plans and sales 
material. 

A new life rate manual based on the 
1958 CSO mortality table has been 
prepared. With the introduction of the 
manual, a three-year age setback with 
lower rates for women takes effect. A 
new reserve basis has been estab- 
lished for all life plans. In addition, 
most plans now include a factor pro- 
viding an equitable allowance for size. 
However, some plans designed speci- 
fically for smaller amounts will be 
offered without the size factor. A spe- 
cial premium discount is being al- 
lowed for monthly premiums collected 
on a salary savings basis or preau- 
thorized check plan. 

New life plans include the pre- 
ferred modified 10, a plan of whole 
life insurance with lower premiums 
for the first 10 years, and a family in- 
come plan providing for family income 
benefits to be issued either separately 
or as a supplement to a basic contract. 
Another addition is an annuity con- 
version supplement which allows the 
policyholder to combine other invest- 
ments with life insurance to provide 
guaranteed lifetime income at retire- 
ment. This supplement may be added 
to any permanent B.M.A. contract pro- 
viding for premiums payable to age 
65 or beyond. 

New Health Plans 

A complete line of commercial and 
guaranteed renewable forms in the 
monthly indemnity, hospital and ma- 
jor medical fields has been intro- 
duced. Changes include increased lim- 
its for monthly indemnity, increased 
maximum room benefits under hos- 
pitalization, an increase in the maxi- 
mum room benefit period to 365 days, 
and an increase in surgery limits. A 
special feature of hospital plans is an 
optional supplement to add monthly 
indemnity benefits when not hospital 
confined. 

New commercial and guaranteed re- 
newable forms provide lifetime cover- 
age for accidents and coverage to 65 
for sickness. A special combination 
discount is permitted on most health 
insurance when it is issued with life 
under the company’s life combination 
plan. 

The company has revised both the 
copy and format of its life and health 
policy forms. The language has been 
simplified so that the policy can be 
better understood by insured. 

In both life and health, a new pock- 
et size field manual includes all plans 
most frequently used. A desk manual 













Fine companies like 
TWA are using this 
unique Continental ring 
with a genuine inlaid 
Cloisonne medallion, 
for inaugural flights, 
rememberance gifts, etc. 
Your firm too can capi- 






For in 
formation and prices write to Paul Bennett, 
=. “1, Melbourne Co., 4643 Wyan- 
tte, Kansas City 12, Missouri, 


Poe povalleble from stock in Fishing, Golf, 
B stopher, Chinese Proverb, Orchid, 
lamboo motifs, Gift boxed, $2.00 each, plus 


fed, tax. Order 
Diiites. one for a sample. Money Back 
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covers plans less frequently used and 
contains underwriting instructions, 
classification of risks, and complete 
value tables at all ages for all plans 
on life cash values and paid-up ex- 
tended values. 


N. D. Insurance Federation 
To Meet Oct. 13-14 


Insurance Federation of North Da- 
kota will hold its 13th annual con- 
vention at Fargo, Oct. 13-14, at the 
Elks Club. 

Harold Cummings, president Min- 
nesota Mutual Life, will address the 
banquet on the first day, his topic be- 
ing “Salesmanship.” 

The second day will feature George 
W. Ulseth, University of Minnesota, 
“Risk Management Today;” Roy S. 
Duffus, James Johnson agency, Ro- 
chester, N. Y., and a panel, “Selling 
Life Insurance Programing.” 

The luncheon speaker will be Cur- 
tis M. Elliott, University of Nebraska. 

California Assn. of Life Underwriters 
will hold its 1962 convention at Mark 
Thomas Inn, Monterey, Cal., June 21- 
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23. The convention had been set for 
Coronado in May, but there had been 
some dissatisfaction expressed with 
the May dates. Site selected by the 
association’s executive committee for 
future conventions are: 1963—Corona- 
do; 1964—San Francisco, and 1965— 
Santa Barbara. 


Republic National Orients GAs 

Republic National Life held a three- 
day general agency seminar recently 
at its home office under the direction 
of H. R. Hunke, vice-president and 
agency director, and other members 
of the agency division. Twenty-three 
general agents from 13 states, most of 
them appointed in recent months, at- 
tended. 

A panel discussion designed to fa- 
miliarize the general agents with home 
office facilities was conducted by 
Robert E. Caprelian, agency secre- 
tary; Weldon Huffman, manager ac- 
counting department; Jack Crain, 
manager policy issue department; 
John Mayo, assistant manager policy 
benefits department, and Arthur 
Brender, manager policy title depart- 
ment. 


ee ee 


Congratulations to the 
General Agents and Managers Conference 
for the leadership it is 
providing for the agency forces 
in the life insurance industry. 


THE 


|NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE _NASHVILLE, TENNESSEE 


Illinois Revises 
Insurance Statutes 


Several laws recently passed by the 
Illinois general assembly and approved 
by Gov. Kerner are of interest and 
importance to the business. Bills spon- 
sored by the Illinois department were 
among those adopted. 

Domestic companies have been au- 
thorized to invest in bonds issued by 
any agency or instrument of the feder- 
al government. They may also invest 
in bonds issued by the newly created 
Illinois Building Authority and in bonds 
or other evidences of indebtedness is- 
sued by any solvent trust established 
for religious purposes. 


Subject To Jurisdiction 


Unauthorized or non-admitted insur- 
ers that advertise by mail, newspapers 
or otherwise in Illinois are subject to 
iurisdiction by the department. Any 
false or misleading statements will ex- 
pose the companies to action in Illi- 
nois. Notice of violation when it ap- 
pears will be sent by the department 

(CONTINUED ON PAGE 42) 
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Vending Machines Have Not Yet 
Delivered Policy Sales Expected 


By JAY KOBLER 


While people will buy cigarettes, soft 
drinks, candy bars, newspapers, silk 
stockings and other commodities from 
vending machines, so far they have not 
demonstrated that they will purchase 
land travel insurance in sufficient 
quantity to justify use of the machines 





Field associates of “The Key Com- 
pany” know that prospecting is 
easier with the “Sales Promotion 
Letters” direct mail plan. They 
know that they can be counted on 
to open doors to interested inter- 
views. They know, too, that they 
can expect an above-average-return 
and that direct-by-mail delivery of a 
gift gives them unique advantages. 


This “Sales Promotion Letters” plan 
is just one of the many reasons why 
Equitable men know they can grow 


with “The Key Company”. 


for that purpose. Up to now there has 
not been enough experience with the 
machines to determine whether this 
method will be successful enough to 
warrant the investment. The results 
have not been generally satisfactory. 

Prominent in the vending of land 
travel accident trip insurance are ma- 
chines made by firms known as Travel- 


n 
/ Sars 





ee 





HY 


“ss EBTTERS 


a : i: 


_--—~ PROMOTION =e 
= 


Gard and Policymatic. The former has 
been in operation for four years and 
the latter for two years. Travel-Gard 
coverage is provided by American Na- 
tional, the Galveston life insurer, at a 
premium of 50 cents per $5,000 for sev- 
en days, limited to four concurrent pol- 
icies in any seven-day period. Coverage 
for Policymatic is written through Ben- 
eficial Standard Life at a cost of $1 for 
$7,500, plus $500 blanket accident med- 
ical expense for seven days. 

Both vending machine companies 
operate through franchises negotiated 
with insurance agents or other business 
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interests to cover either an entire statp 
or a major segment of a state. 
terms are for 300 or more mac 
per franchise, to be distributed 
serviced by local sublicensees. Tra: 
Gard sells its machines outright 
a cost of $199.50 each. Polic { 
requires a continuing franchise fee 
$25 a year per machine under a ] 

for at least five years. , 


Premium Division 


The 50-cent premium on Trave. 
Gard policies breaks into 20 cents py 
paid to American National, 20 cents 
the agent for servicing and to liquidap 
his capital investment, and 10 cents eg. 
timated space rental. Policymatics pre. 
mium divides into 52 cents to Bene 
ficial Standard, eight cents to Policy. 
matic, 10 cents to the general area }j. 
censee, and 30 cents to the sublicenses 
for servicing and space rental. 

The agent purchases his policies jp 
advance from American National, with 
the guarantee that unused policies can 
be returned for a full refund of 20 cents 
per policy. An agent purchasing a 
Travel-Gard machine for $199.50 would 
require the sale of 1,000 policies t 
cover his initial investment, excluding 
service, repair and interest. An average 
sale of three policies a day would pay 
for the machine in a little less than a 
year. One of the few agents reporting 
comprehensive results said that the 
machines under his supervision aver 
aged 11% policies a day. ie 

The proprietor of a motel, restay- 
rant, filling station, or terminal re 
ceives a rental for the space occupied 
by the vending machine, which may 
be either a flat fee or a percentage of 
policy sales. In many states he is nei- 
ther expected nor permitted to touch 
or service the machine in any way, 

Travel accident coverage is also 
written by Secured of Indianapolis for 
the Highway Travel agency, which is 
operating in the midwest and using 
vending machines for distribution. This 
operation started about two years ago. 

Secured sells the vending machine 
policies on a cash basis at a fixed 
amount to Highway Travel agency, 
which also pays the cost of printing 
the policies. The coverage is for $5,000, 
with half of that amount collectible for 
the loss of one hand, foot, or eye. The 
premium is 50 cents for seven days. 

Most of these machines are placed 
by independent distributors located in 
several states. Secured is licensed in 18 
states, and the machines are distributed 
in 11 of them. Before Jan. 1, 1961, only 
500 machines had been sold, but the 
agency now has orders for approxi- 
mately 15,000. 


Restrictions Not Uniform 


The sale of trip insurance through 
vending machines is complicated by 
increasing restrictions of state licens- 
ing, which are not uniform. Many 
states require rigorous examinations 
of everyone involved in a vending ma- 
chine operation. In California the in- 
surance department has ruled that the 
machines may be operated and con- 
trolled only by licensed agents under 
special disability license and that the 
premises operator must not in any way 
explain or sell travel insurance. 

Florida will permit vending ma- 
chines only at terminals and ticket of 
fices of transportation com 
Georgia requires a serial number and 
an annual $5 registration fee for each 
machine. ~ 

Michigan has barred any extension 
of vending operations because of com- 
plaints that airport vending machines 
failed to operate. Machines shown 
be satisfactorily operating in airline 
terminals will be permitted to remaif, 

(CONTINUED ON PAGE 39) 
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This advertisement, supporting Lincoln 
Life agents, appeared in the 
Saturday Evening Post and Time. 





Young Man! Here’s how to protect yourself against 
the tragedy of becoming “Uninsurable”’. . . 


“Uninsurable” means you can’t buy another dime’s worth of life marry, and each time you have a child 

insurance anywhere. But Lincoln Life’s exclusive new plan before you reach age 40. 
GUARANTEES your future insurability P 
to age 40—and at standard rates, too. pen rag on Po pc bees 
If you qualify and buy your full 10 units Mi 2 sg ie t fj =  Scargamry 
of this plan before you're 25, you'll Pitenpsiceere eee aris ¥, WHnows walt 
have secured the only guaranteed in- SG: NEE mek peguiant-cptan Gane. 
surability plan with all these provisions: Upon marriage, your option to buy a 


Six options to buy additional $10,000 Family Policy without evidence of your 


amounts of permanent life insurance— 
even if you become “‘uninsurable.”’ 


Term insurance until you’re 40. 


An additional $10,000 of term insur- 
ance for three months, with absolutely 
no additional premium, when you 


wife’s insurability. 


Extra options beyond the normal six, 
if you need them because of additional 
births or marriages prior to age 40. 


Phone your Lincoln Life Agent for 
details about this plan! 


ne Lincoln 


@ 
NATIONAL Life INSURANCE COMPANY 


ITS NAME INDICATES ITS CHARACTER FORT WAYNE 1, INDIANA 
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The Equitable Life of Dick Thomas 


in Baltimore, Md. 


J. Richard Thomas, CLU, has 
been an Equitable underwriter 
ever since he graduated from 
Princeton. Now lives in this beau- 
tiful colonial house on Baltimore’s 
Overhill Road. Dick has produced 
over a million dollars annually 
since 1954. 


. 


The clan gathers for story time. Wife 
Mary holds Henry, J. Richard, Jr., and 
Mary Stuart, make up the rest of the 
audience —and family. 


As chairman of the Joint Fund pay- 
roll deduction committee, Dick hud- 
dles with Assistant Joint Fund Direc- 
tor Paul Jones. Dick is also a member 
of Baltimore’s American Red Cross, 
is on the board and finance committee 
of the Citizens’ Planning and Housing 
Association, and is a trustee of the 
Gilman Country School. 



















talks business with the Rev. Warren C. Skipp. A 
firm believer in hard work and hard study, Dick 
is vice president of the Equitable CLU Associa- 
tion and is secretary of his local CLU chapter. 


A Man’‘s Prestige somehow goes hand in 
hand with the prestige of the company he 
represents. This is why Dick is proud to be a 
life underwriter for Equitable. It is a full life. 
And a rewarding one. Living Insurance 
is more than a need ... it’s a career. 


THE 


EQUITABLE 


Life Assurance Society of the United States 
Home Office: New York, N.Y. © 1961 


As vestryman of Christ Episcopal Church, Dick 
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ALC Again Draws Record Attendance 





Parker Warns Of 


Moving Too Fast In : seg 


Curbing Replacers 


Parker Says Matter Needs 
Further Study To Bring 
More Uniformity Of Action 


Are some states moving unduly fast 
in the effort to curb replacers when 
it might be better 
to wait and devel- 
op regulations that 
would be more 
uniform through- 
out the country? 

This question 
was asked by the 
president of Na- 
tional Assn. of In- 
surance Commis- 
sioners, T. Nelson 
Parker of West 
Virginia, in the 
course of his talk 
at the annual meeting of American 
Life Convention at the Edgewater 
Beach Hotel, Chicago. 

“What about the replacement of in- 
surance?” he asked. “In the industry 
press you read a lot about this, par- 
ticularly at the present time. Is there 
unnecessary waste in replacement? Re- 
placement of permanent life insur- 
ance with new contracts, which are 
not always advantageous to the in- 
sured, is receiving attention by the 
industry and the regulatory authori- 
ties. It is such a real problem that the 
industry has suggested its considera- 
tion by the commissioners of insur- 
ance. 


Should Be Studied 


“In a number of states stringent 
regulations are being issued to govern 
or regulate replacements. Is this action 
moving a little too fast? It would seem 
that, as urgent as the problem is, it 
should be studied with the idea of 
producing some degree of uniformity 
among the states in the regulations 
that may be found necessary and ap- 
propriate. 

“I also ask the question whether or 
not it is good for the industry as a 
whole to have the regulatory authori- 
ties get into what might be more of 
an operational problem of the com- 
panies than the actual regulation of 
the business. Are companies, in their 
fear of losing business, calling on the 
regulators and asking for stringent 
Tegulations that in the future might 
hamper their ordinary operations?” 


Brewer Heads ALC 
Combination Unit 


Lloyd A. Brewer Jr., agency vice- 
president of Equitable Life of Wash- 
ington, D. C., was elected chairman of 
the Combination Companies Section 
of American Life Convention at the 
annual meeting in Chicago, succeeding 
George B. Thompson Jr., vice-presi- 
dent of John Hancock. Mr. Brewer has 
been secretary of the section. 

New secretary of the section is Tho- 
Mas Allsopp, 2nd vice-president of 
Prudential. 





T. Nelson Parker 


| XUM| 


From North 


eS 








Dakota To Illinois 







R. J. Wetterlund (left), chairman of Washington National, newly elected 
president of American Life Convention, receives the symbol of office from his 
predecessor, Otto Haakenstad, president Western States Life. 





‘Don't Speculate With Family's 
Security’ Offered As Drive Theme 


The public badly needs educating on 
the workings of level premium cash 
value life insur- 
ance and some 
serious thought 
should be given to 
an educational ad- 
vertising cam- 
paign on behalf of 
the whole indus- 
try, said Roger 
Hull, president of 
Mutual of New 
York, in his add- 
ress at the Thurs- 
day afternoon 
general session of 
the American Life Convention annual 
meeting in Chicago. 

“Such a campaign could explain 
cash value insurance and its value as 
property,” he said. “It could stress the 
temporary purposes of term insurance 
and the danger of trying to use it for 
whole life coverage. In answer to the 
argument that the individual should 
‘invest the difference himself,’ such a 
campaign could say, ‘Don’t speculate 
with your family’s security.’ ” 

At the same time, said Mr. Hull, the 
companies should put greater emphasis 
on training their field forces to sell 
more cash: value life insurance, and 
provide them with more facts and ma- 
terials that clearly show what life 
insurance can do. 





Roger Hull 


“We can also provide facts and ma- 
terials that will enable them to refute 
the specious arguments used against 
it,” he said. “We should be careful not 
to oversell term insurance, and not sell 
it at all in cases where it does not 
meet the true needs of the buyer. The 
dangers of constantly increasing pre- 
miums and ultimate loss of coverage 
should be stressed when term is dis- 
cussed. And if term insurance is sold, 
there should be a carefully organized 
effort aimed at its ultimate conver- 
sion into permanent insurance. 

“The facts seem clear. 

“First, term insurance is not cheaper 
for the continuing protection that most 
people need. 


Lacks Investment Knowledge 


“Second, the average individual, 
without any special investment knowl- 
edge or ability, is not likely to invest 
his funds as well as a life insurance 
company can do it for him. As proof 
of that, the Social Security Adminis- 
tration reports that 83% of all couples 
over 65 have less than $10,000 in 
liquid assets. How few of those people 
really invested successfuly. How they 
must wish that they had bought more 
cash value life insurance years ago, 
which would have built assets for use 
in their retirement years. 

“Third, common stocks do not pro- 

(CONTINUED ON PAGE 19) 


R. J. Wetterlund 
Elected President 
At Chicago Meeting 


Impact of Government— 
State And Federal—Gets 
Scrutiny At Sessions 


By ROBERT B. MITCHELL 


Marked by excellent programs in the 
general sessions and section meetings 
and unmarred by controversial issues, 
the 1961 American Life Convention 
annual meeting at the Edgewater 





OFFICERS ELECTED 

President— R. J. Wetterlund, chair- 
man Washington National. 

Executive committee members — 
three-year terms—Frederic W. Ecker, 
chairman Metropolitan Life (reelect- 
ed); E. J. Faulkner, president Wood- 
men A. & L., Walter O. Menge, presi- 
dent Lincoln National Life (reelected), 
and Travis T. Wallace, chairman 
Great American Reserve (reelected); 
one year—Byron K. Elliott, president © 
John Hancock. 





Beach Hotel in Chicago again drew a 
record attendance, running more than 
1,000 even before the first general 
session. 

R. J. Wetterlund, chairman of Wash- 
ington National, was elected president, 
succeeding Otto Haakenstad, president 
of Western States Life. 

Four companies were elected to 
membership, bringing the total in ALC 
to 299. The companies are Farm Family 
Life of Delmar, N. Y., Georgia Inter- 
national Life of Atlanta, Global Life 
of Toronto and North Carolina Mutual 
Life of Durham. 

North Carolina Mutual Life is the 
first Negro company to be elected to 
membership in ALC. The action gen- 
erated much favorable comment. 

The relationships of life companies 
and the life industry to government— 
state and federal—came in for an un- 
usually large amount of attention, an 
indication of the ever-increasing im- 
pact of government on the operations 
of businesses and individuals. For ex- 
ample, the program included discus- 
sions of deductibility of convention ex- 
penses, the writing of business on mile 
itary bases, the adequacy of state su- 
pervision, the role of the individual 
life company in Washington, current 
anti-trust developments, getting segre- 
gated accounts approved by state in- 
surance departments and the Securi- 
ties & Exchange Commission, the res- 
ponsibilities of insurance commission- 
ers, approaches to old age security, and 
the impact of world events on Amer- 
ican business men—besides which 
there were the customary reports on 
life insurance litigation and legislation. 

The first address at the opening gen- 
eral session was that of President Ha- 
akenstad. His talk and most of the 
others given at the general sessions 
and the meetings of the Legal Section 
and Agency Section are reported else- 
where in this issue. Those that could 
not be included in this issue will be 
reported in next week’s issue, as will 
the proceedings of the Financial Sec- 
tion, which met on Friday, the day 
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after the final general session. 
In line with tradition, a featured 
speaker at the opening general session 


was the president of National Assn. of 


Insurance Commissioners, who this 
year is T. Nelson Parker, the Virginia 
commissioner. Prof. Robert M. Clark 
of the department of economics of 
University of British Columbia, taiked 
on old age security approaches in Can- 
ada, the United Kingdom and the U.S. 

Following the Combination Com- 
panies Section luncheon, addressed 
by President J. Harry Wood of Home 
Life of New York, the ALC held its 
executive session, at which were given 
the report of the executive vice-pres- 
ident, W. Lee Shield, the actuary, Al- 
fred N. Guertin, and the president of 
American Service Bureau, Otto V. El- 
der, followed by committee reports, 
new business and election of officers. 

That evening there was the tradi- 
tional cocktail party given by the man- 
agement of the Edgewater Beach Hotel. 

At the Thursday session, the morn- 
ing speakers were W. Rankin Furey, 
president of Berkshire Life, on com- 
pany operating costs; Abram T. Collier, 
senior vice-president and _ general 
counsel of John Hancock, on conflict of 
interest situations; and Rep. Judd of 
Minnesota on the threat of communism 
and what can be done to offset it. 

In the afternoon the speakers were 
Dr. Ancel Keys, director of the lab- 
oratory of physiological hygiene of the 
University of Minnesota, on the risk of 
coronary heart disease; President 
Roger Hull of Mutual of New York on 
the merits of cash value life insurance, 
and Hobart Rowen, business trends ed- 
itor of Newsweek magazine. 

That evening there was the dinner 
dance and entertainment. 

The Legal Section met Monday and 
Tuesday, under the chairmanship of 
Allen Steere, vice-president, public re- 
lations, Lincoln National Life. The lun- 
cheon Monday sponsored by the section 
had an unusual feature, highlighting 
the fact that many company lawyers 
have become presidents and held other 
non-law executive positions—and ex- 
ploring in a humorous way whether 
this is or is not a good thing for the 
company and the lawyer. President 
Byron K. Elliott of John Hancock acted 
as moderator, other participants being 
John Pillsbury, president of North- 
western National Life, substituting for 
President Deane C. Davis of National 
Life of Vermont, who was ill; Vincent 
V. R. Booth, general counsel of New 
England Life, and “Conrad Muller, 
president of the Central European Life 
Insurance Institute,” who after taking 
off his eyeglasses and accent turned 
out to be J. Edwin Matz, actuarial and 
accounting vice-president of John Han- 
cock. 

Judging by the applause, the most 
popular answer to the question of 
whether it is a good idea to put a law- 
yer into a non-law executive position 
was that of Mr. Booth, who said “my 
unequivocal answer is—yes and no!” 

The Agency Section met Tuesday 
morning and afternoon under the 
chairmanship of Frank Vesser, vice- 
president General American Life. Mr. 
Vesser’s introductory comments are re- 
ported in this issue but talks of other 
speakers will be covered next week. 

The traditional Tom Grant break- 
fast at which Business Men’s Assur- 
ance is host to many life company exe- 
cutives, with the newly elected presi- 
dent of National Assn. of Life Under- 
writers as guest of honor, had a special 
significance for both the host and the 
N Al, U chief. for this year NALU is 

ed by B. M. A.’s manager at Abi- 
MeMillon. The break- 
fast v ) ted next week. 
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Mrs. Ralph H. Kastner and Mr. Kastner, ALC general counsel, Mrs. Lloyd 
McCain and Mr. McCain, secretary and assistant counsel Old Line Life. 


American Serv- 
ice Bureau of- 
ficials at the open 
house held by 
ASB, also a tradi- 
tional event at th 
ALC annual meet- 
ing: Otto V. Elder, 
president; A. G. 
Foy, executive 
vice-presi- 
dent, and Claude 
H. Tinsley, 2nd 
vice-president. 





From Metropolitan Life: A. R. May- 
nard, 2nd vice-president, and E. C. 
McDonald, senior vice-president. 


James B. Hall- 
ett, associate coun- 
sel Travelers; C. L. 
Peterson, execu- 
tive vice-president 
Union Central 
Life, and Manuel 
Gorman, associate 
general counsel 
Life Insurance 
Assn. 


John Hancock 
contingent: Ger- 
hard D. Bleicken, 
senior vice-presi- 
dent and secretary; 
Byron K. Elliott, 
President, and 
William J. Bird, 
western vice-pres- 
ident, San Fran- 
cisco. 





W. R. Jenkins, president Columbian 
Mutual of Binghamton, N.Y.; Mrs. W. 
Lee Shield, and Mr. Shield, ALC ex- 
ecutive vice-president. 
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Clyde W. James, executive vig. 
president and secretary Midwest Life 
and A. R. Peterson of the Chicago lay 
firm of Peterson, Lowry, Rall, Barbe 
& Ross. Mr. Peterson and his firm wer 
hosts for the reception for the Al¢ 
Legal Section, which has become ; 
traditional affair. 
























John D. Brundage, president Bankers 
National Life, and Arthur M. Brown- 
ing, vice-president group administra- 
tion New York Life. 
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Maurice B. Roberts, vice-president and actuary Government Personnel Mu- 
tual; Glendon Johnson, ALC associate general counsel, Washington office; 
Mrs. Johnson, and Frank M. Rosson, vice-president and general Counsel Gov- 
ernment Personnel Mutual, who gave a paper at the Legal Section meeting. 


CharlesG. 
Dougherty, vice- 
president Metro- 
politan; G. Frank 
Purvis, vice-pres- 
ident and general 
counsel Pan- 
American Life, 
and J. Ralph 
Wood, president 
Southwestern Life. 








Sis. 
_ Two well-known Parker brothers— 
IL, executive vice-president of 
. ty Mutual Life of Nebraska, and 
N., chairman of American Serv- 
Bureau and former administrative 
vice-president of ALC. 


Chester L. Fish- 
er Jr., 3rd vice- 
president Méetro- 
politan; Frederick 
W. Read Jr., coun- 
sel Home Life of 
New York, and 
E. J. Schmuck, 
Vice-president and 
general counsel 
Acacia Mutual. 


Samuel Cantor, Ist deputy of the 
New York insurance department, and 
Adelbert G. Straub Jr., 2nd vice-pres- 
ident New York Life and former Ist 
deputy of the New York department. 


Walter W. Stef- 
fen, 2nd vice-pres- 
ident Lincoln Na- 
tional Life; Jack 
D. McSpadden, 
executive vice- 
president Liberty 
National Life, and 
Sam F. Miles, 
vice-president and 
secretary Provi- 
dent L.&A. 


Carlyle M. Dunaway, general coun- 
sel of NALU, and Oliver Townsend, 
assistant general counsel Continental 
Assurance. 
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Charles J. Zimmerman, president 
Connecticut Mutual Life, and Frank 
P. Samford Sr., chairman Liberty Na- 
tional Life. 


Ethics Standards In Glass-House 


Age Getting Increasingly Tough 


the fiduciary’s standard of conduct, 
a much stricter code than they might 
reasonably adopt for themselves. 


American business management is 
entering a period when all corporate 
activities will be 
subjected to in- 
creasing scrutiny, 
Abram T. Collier, 
senior vice-presi- 
dent of John Han- 
cock, told the gen- 
eral session of 
American Life 
Convention’s an- 
ual meeting at 
Chicago. 

“Annual reports 
and annual audits, 
tax returns and 
tax audits, stockholder and policy- 
holder inquiries, congressional investi- 
gation and enterprising reporters, are 
but part of the apparatus that ferrets 
out the facts of corporate life,” he said. 


Lauded NAIC’s Decision 


He lauded National Assn. of In- 
surance Commissioners for its deci- 
sion to ask each company to estab- 
lish its own standards of conduct on 
matters involving potential conflicts of 
interest. 

Mr. Collier attributed current em- 
phasis on the development of inter- 
nally-styled ethical codes to broad so- 
cial and economic factors, to renewed 
interest on the part of Congress in 
the insurance industry, and to widely 
publicized “conflict of interest” inci- 
dents in recent months. 

He pointed out that prior to this 
century a large majority of those en- 
gaged in business did so on their own 
account. Today, most business men 
are entrusted with the property of 
others, and must act in a represen- 
tative capacity. For this reason they 
are obliged by law and custom to adopt 


Abram T. Collier 


Law Is Inadequate 


Along with these changes, Mr. Col- 
lier said, there has emerged a “grow- 
ing belief that law—or at least our 
present legal apparatus—is inadequate 
to deal with all of the circumstances 
in which an officer or a director of 
a corporation can use his position for 
his personal advantage. ... the law 
cannot cope with all kinds of un- 
ethical behavior where motive plays 
so important a part. The law often al- 
lows what honor forbids: its standards 
are those of the reasonably prudent 
man—not the stickler for probity and 
honor. The law, moreover, is not auto- 
matic: it must be moved into action 
by someone; and some people are too 
timid, too ignorant, or too unconcerned 
to take the necessary steps. The law 
also requires that substantial admis- 
sible evidence be obtained showing 
specific damages or specific unjust en- 
richment. And lawyers have the un- 
fortunate habit of wanting to be 
paid.” 

Thus, Mr. Collier went on, “the feel- 
ing grows that the chinks between the 
buttresses of the law can be filled 
only by ethical and moral standards. . 

” 


se 


Code Gives Notice 


Mr. Collier said one advantage of a 
code would be to put everyone on 
notice as to the ethical standards of 
the particular business community. He 
also indicated that codes might well 
improve the level of business conduct 
since men and companies “are usually 
judged by the ethical standards to 
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OURS IS A GROWING 
COMPANY 
IN AN EXPANDING MARKET 


If you have an outstanding record 
of personal production 


If you are ready 
for your own General Agency 


If you would like 
to grow with ULLICO 


WRITE 
VICE PRESIDENT—AGENCY MANAGER 


THE UNION LABOR 


Life Insurance Company 
850 Third Avenue New York City 22 


EDMUND P. TOBIN, President 











Unwavering principles 


I rie oln Tic ome ts proud to live 


under the symbol and with the ideals 


of this great humanitarian 


Lincotn INcomE 


LIFE INSURANCE COMPANY 


HOVE OFFICE: 981 
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which they give public acceptance.” are formulated and administered ove 
Nevertheless, he warned, care should a period of time, valuable exPerieng 
be used in spelling out a formal code will be gained. Time will clearly tg] 
on the basis of which a man’s career us whether ethical standards can he 
may be put in jeopardy. or should be transformed in the legal 
Most codes, Mr. Collier said, confine standards. It must be remembered that 
themselves to four major areas: (1) if so transformed, they will lose much 
Personal py interests, (2) the ac- of their flexibility and effectivenes 
ceptance of gifts and entertainment, 
(3) outside activities, and (4) inside Perfect Code Impossible 
activities. Since codes do not enforce “In no event should those who writp 
themselves, most drafters, he said, have codes expect to achieve ethical per. 
provided for annual questionnaires in fection. The perfect code has not yg 
which individuals are required to dis- been written. It is this elusiveness of 
close to responsible superiors, signifi- perfection which is perhaps the great. 
cant personal holdings, outside activi- est reason why in dealing with e 
ties, and those occasions on which they we are urged to adopt a position of 
have been so entertained that they humility, to admit we may be wrong 
risked their reputations for incorrup- to acknowledge that virtue is often 
tibility. mingled with vice.” 


Chance To Plead Not Guilty aie 
“In matters of ethics,’ Mr. Collier Bryan Reviews 


said, “it is by no means clear that 

one is innocent until proved guilty; ge e 

thus, these questionnaires at least give Litigation F or 
those who have not been formally ac- 

cused an annual chance to plead not Legal Section 
guilty.” 

Mr. Collier concluded: A review of 249 legal cases involy- 

“It is evident that we are entering ing life companies in the past year 
a period when all our corporate ac- shows that nearly 57% of the decisions 
tivities will be subjected to increasing were favorable to the insurer, C. Clark 
scrutiny: This is indeed a glass-house Bryan, associate general counsel of 
age, but we should not forget the dis- American Life Convention, reported to 
tinction between our own personal the ALC Legal Section during the an- 
moral standards and the ethical stand- nual meeting of ALC in Chicago at the 
ards we would impose on others. Edgewater Beach Hotel. 

“The insurance commissioners, in- One of the most significant cases, he 
dividually and collectively, should be reported, was that of Connecticut Gen- 
congratulated on their decision to ask eral Life vs Superintendent of Insur- 
each company to establish its own ance of New York, in which the New 
ethical standards. If framed and York court of appeals reversed the 
adopted by those to be affected, they jower court’s judgment that the life 
are much more likely to be reason- company could not acquire a control- 
able and practical, and far more likely ling interest in a fire or casualty in- 
to be observed. surance company and continue to be 

“As these conflict of interest rules jicensed by New York. 


Opportunity Opened 


It was not only a spectacular de- 
cision Mr. Bryan said, “but in addition 
this decision has opened up a tremen- 
dous field of investment opportunity 
and is a step toward preservation of 
state regulation of insurance.” 

In a Tennessee case involving a 
family policy, Boyd vs Peoples Pro- 
tective Life, a child of the family was 
committed to the juvenile home, where 
he died, and the father sued to recover 
benefits under the policy. The policy 
provided that “members of insured’s 
family who are insured under this 
policy are his wife and unmarried 
children ... under 19 years of age 
who live in his household . . . If a 
child becomes married, reaches his or 
her 19th birthday, or moves away from 
the insured’s household, the insurance 
on that child will cease.” 


Killed Accidentally 


The deceased child was 16 years old 
when he was accidentally killed while 
trying to escape from the juvenile 
home. The father had maintained liv- 
ing accommodations in his house at all 
times for the deceased child who con- 
tinuously regarded such as his home. 

The supreme court reinstated judg- 
ment for the insurer citing the case of 
McGrady vs Liberty National Life, in 
which the word “household” was de- 
fined under a family group life policy 
and the death of insured’s son, who 
died while living in a school for re- 
tarded children which was located 100 
miles from insured’s home, and to 
which the son had been committed by 
court order, was not covered. The 
court stated that in the Boyd case 
insured’s son was not “temporarily’ 
in the state institution but was com- 
mitted indefinitely. 
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ONE COMPANY'S EXPERIENCE 





How one company—Government 
Personnel Mutual Life of San Antonio 
_deals with the problem of federal- 
state regulatory jurisdiction over life 
insurance business written on military 
pases was outlined by Frank M. Ros- 
son, Government Personnel’s vice- 
president and general counsel, at 
American Life Convention’s annual 
meeting in Chicago. 

Mr. Rosson appeared on the Legal 
Section program following Richard E. 
Vernor, ALC counsel, who provided a 
history of military allotment programs 
and recent developments in selling life 
insurance on military bases. 


Discusses Military Authority 


On the subject of the military’s 
authority to regulate sales on bases, 
Mr. Rosson said, “There is no doubt as 
to the authority of the military agen- 
cies to regulate and control commer- 
cial life insurance activities on mili- 
tary bases and area. Neither is there, 
apparently, any doubt as to the desire 
of the military agencies to so regulate 
and control these activities.” 

While the question of federal juris- 
diction is clear, state authority in the 
area can vary from base to base. 

Mr. Rosson said, “So myriad are the 
jurisdictional circumstances that a 
lawyer can give his company but one 
advice, and that is to secure a license 
for his company and the agents in the 
state where the military bases are 
located upon which the company de- 
sires to sell. 


Must Ignore Problem 


“If this is not done, the company 
lawyer must either ignore this juris- 
dictional problem, or be prepared to 
devote considerable time and effort to 
its consequences. 

“Our company made this decision to 
secure state licenses even when our 
activities would be confined to a mili- 
tary base, and today it is company 
policy not to solicit on any exclusive 
military base unless both the company 
and the agent are licensed in the state 
where the base is located. Aside from 
the question of local prestige, to do 
otherwise is to walk a legal tightrope 
with unpredictable results.” 

An “exclusive” military base, as 
explained by Mr. Rosson, is one where 
there is federal jurisdiction only, as 
contrasted to where there is “concur- 
rent” jurisdiction, wherein the state in 
which the base is located possesses at 
least the minimal jurisdiction to con- 
trol the business of life insurance 
within the base. 


Have No Authority 


When it came to underwriting mili- 
tary risks, Mr. Rosson said, it was 
found that some states take the posi- 
tion that they have no authority to 
inquire into the company’s military 
underwriting, or at least these states 
made no inquiry, as far as the com- 
pany knows. On the other hand, three 
states—California, Massachusetts and 
Rhode Island—do make a direct in- 
quiry of the company. 

Mr. Rosson said _ his company be- 
lieves the military risk should be ap- 
proached in the same basic manner as 
all underwriting—that is, a facultative 
appraisal of the risk on the basis of 
occupational duty performed. 

“Some occupational duties in the 
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Military are hazardous and some are 
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Problems Of Federal. State 
Authority On Bases Explored 


not,” he said. “The wearing of the uni- 
form is not the sole criterion. Where 
we cannot determine the price within 
reasonable limits, we cannot offer the 
insurance.” 

Turning to persistency, Mr. Rosson 
said his company’s studies of persis- 


tency, going back to 1953, show that 
the enlisted ranks of pay grade E-1 
through E-5 have poorest persistency. 
It is higher for enlisted ranks of pay 
grade E-6 through E-9, warrant offi- 
cers, and officers in pay grade 0-1, 
which includes 2nd lieutenants and 
ensigns. The best persistency has 
been among officers of the pay group 
0-2 and above, which includes first 
lieutenants, junior grade lieutenants 
and all higher ranks. Within these 
classes persistency improves steadily 
with the increasing age of the appli- 
cant. 
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His company’s experience is that the 
allotment method of premium payment 
is not a substitute for good quality 
business. 


Most Paid By Allotment 


“Although most of our military pre- 
miums are paid by allotment,” Mr. 
Rosson said, “we are certain that poor 
persistency is not converted to good 
persistency through the vehicle of al- 
lotment payment of premiums. Our 
semi-annual and annual premium pay- 
ments are still more persistent than 
our allotment payments.” 
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HteNATIONAL UNDERWRITER 


Some Will Be Stunned By Swing 
To Buyer’s Market, Vesser Warns 


Following are the introductory re- 
marks of Frank Vesser vice-president 
of General 
American Life, at 
the annual meet- 
ing of the ALC 
Agency Section, of 
which he is chair- 
man. 

The next 20 
years will offer 
each one of our 
companies a mag- 
nificent opportun- 
ity for growth. 

I do not believe, 

Frank Vesser however, that all 
companies will take advantage, nor be 
in a position to take advantage, of this 
opportunity. The rewards of the next 
20 years are going to go to companies 
that have not forgotten the basic fund- 
amentals of sales management and to 
those that have not forgotten the im- 





portance of the agent. 

It is a fact that many of our com- 
panies seem to have forgotten these 
basic things. Why have we forgotten? 
Because the last 20 years have been 
a seller’s market. In the last 20 years 
a company could almost ignore sound 
sales management principles and yet 
still be able to sell a relatively large 
amount of insurance. 


In Seller’s Market 


Remember what happened to the 
automobile agencies following World 
War II? They were in a seller’s market 
and fairly soon they had forgotten 
what it meant to be a salesman. But, 
about three years ago they found 
themselves back in a buyer’s market 
and things changed rather dramatical- 
ly. 

The automobile agencies that had 
not forgotten good salesmanship were 
able to make the transition. Many of 
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those that had forgotten were soon 
out of business. 

There are very definite indications 
that we are now moving into a buy- 
er’s market and growth during that 
type of market is going to be com- 
pletely dependent upon an aggressive, 
well trained sales organization. Some 
of us will be in for a rude awakening, 
as the bad habits developed over 20 
years will come back to haunt us. 

What are the bad habits? What are 
the sound sales management prin- 
ciples that some of us have forgotten? 

Well, the most important of all is 
the realization of the importance of 
the agent. The agent is the man who 
makes or breaks a company. Automa- 
tion, technical advancements, new 
products, and advertising are certainly 
important items but they are useless 
without an effective sales organization 
to go out and take the story to the pub- 
lic. We have de-emphasized the image 
of the agent. We have made him seem 
something separate from the home of- 
fice—something apart. We have not 
made him realize how valuable he is, 
how priceless an asset he is to his 
company. 

An agent is like the sails on a clipper 
ship. The ship is the company, its car- 
go is its policyholders and its financial 
assets. Yet, this ship will be immobil- 
ized, an inert mass, without its sails. 
The sails are the motivation of the 
ship. 

The captain, the first mate, the 
ship and its cargo are helpless with- 
out the sails. Isn’t this exactly the 
same with an insurance company? 

Aren’t the president, vice-presidents, 
the policyholders, dependent upon its 
sales? Don’t the sales of a company 
have to reach out to capture the mar- 
ket that is the motivating force be- 
hind an insurance company? 

Gentlemen, I don’t believe we have 
told the agent how dynamically im- 
portant he is. 

Another thing we have forgotten is 
that good salesmen work best, and al- 
ways have, on a commission basis. 
Salesmen work on the “action-reward” 
principle. Many of us have so confused 
the agent’s income arrangements that 
he no longer really understands how 
he makes money. 

We may criticize an agent because 
he does not perform the functions nec- 


(CONTINUED ON PAGE 22) 





THE INDEP ENDENT LIF E And Accident Insurance Co. 


ie 
) ibstitute 


Nee 





Over a Billion DoHars Insurance in Force 


FOUNDED 1920 


JACOB F. BRYAN III, PRESIDENT 


ORDINARY and WEEKLY PREMIUM PLANS 
LIFE @ ACCIDENT @ SICKNESS 


MORTGAGE @ HOSPITALIZATIONS 








HOME OFFICE 
JACKSONVILLE, FLA. 











October 14, 194 


Unforeseen Delays 
Plague Push For 
Segregated Funds 


Delays of wholly unexpected pro. 
portions, both from the Securities 4 
Exchange Commission and the Ney 
York department, have hampered the 
efforts of life companies interesteq in 
setting up segregated accounts for 
interested employers, Daniel P. Caya. 
naugh, general counsel of Aetna Life, 
told the Legal Section of American 
Life Convention at a symposium dur. 
ing the ALC annual meeting in Chi. 
cago. 


No Decision For A Year 


“More than a year has elapsed with. 
out a decision on my company’s Te- 
quest for a ‘no action’ letter from the 
Securities & Exchange Commission, 
and thus far our simultaneous negotia. 
tions with the New York departmen} 
for approval of a_ separate account 
group annuity contract for use in New 
York have produced only inconclusive 
results,” he said. 

“Granting that these delays may in 
a large measure be explained by con- 
gestion in the dockets, shortage of 
manpower, and_ similar problems 
which plague so many of our public 
agencies, it would still be quite un- 
realistic to ignore the possibility that 
there has also been present, on the 
one hand, the almost inevitable re- 
luctance of certain insurance super- 
visory officials to approve new busi- 
ness plans which do not fit precisely 
into any familiar life insurance pat- 
tern, and on the other hand, the simi- 
lar reluctance of security supervisory 
officials to concede lack of jurisdic- 
tion over operations which, although 
constituting an integral part of an 
annuity contract, bear some resem- 
blance to a security or investment 
contract. 


Expect Clearance 


“In spite of their reluctance, how- 
ever, I expect that the New York de- 
partment and the SEC will, on the 
basis of the facts presented, ultimately 
give us the requested clearance, with- 
out litigation.” 

In reference to SEC, Mr. Cavanaugh 
said, “We are just about where we 
were in the beginning, except that 
some of the companies have, in the 
meantime, become more confident of 
their position, and have decided to 
proceed on a private placement basis 
to write separate account provisions 


for a few financially sophisticated em- 
ployers, relying upon the opinion of 
their own counsel that their operations 
are not subject to the securities act or 
to the investment company act. 


Four Major Points 


“In support of the claim that our 


separate account operations, whether 
in or outside New York, cannot ad- 
versely affect policyholders in New 
York, we have made four major points: 


“First, we have suggested policy 


provisions or underwriting rules giving 
reasonable assurance that separate ac- 
counts will be limited to group annuity 
contracts which are part of qualified 
pension or profit-sharing plans, and 
that such contracts will be sold only to 
financially sophisticated persons who 
are able to fend for themselves—the 
sort of persons who are qualified cus- 
tomers for private placements under 
SEC rules. 


“Next, we have demonstrated that 


separate account provisions, as author- 


(CONTINUED ON PAGE 22) 
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Hull Calls For An 
Education Drive On 
Industry's Behalf 


(CONTINUED FROM PAGE 13) 
vide any assured offset against infla- 


P crourth, life insurance—far from 
peing unprofitable—can show an enor- 
mous guaranteed ‘profit’ at the time it 
is needed most. 

“So cash value life insurance re- 
mains a unique product; and there is 
no substitute for it. 

“Do people need it? Since the aver- 
age life insurance per family in the 
United States is only 1% times the 
average annual family income, the 
need for more protection is obvious. 
American families are grossly under- 
insured. So our potential market is 
enormous. 

“Can people afford it? It is clear 
that they can, because they are now 
putting billions of dollars a year into 
other forms of investment—much of 
which might go into insurance. 

“With a unique product, an enor- 
mous market, and with people in a 
financial position to buy, what is the 
remaining element needed to accom- 
plish our objectives? It is simply a 
more aggressive sales effort on our 
part. In recent years, I think many 
sales people have tended to get a little 
soft. We not only need to get back to 
some old-fashioned concepts of long 
hours and hard work, but also to rede- 
dicate ourselves to the importance of 
selling permanent life insurance with 
cash values. To cure the problem of 
competing investments, we must re- 
discover and rededicate ourselves to 
the missionary zeal which made life 
insurance the most widely accepted 
form of thrift in North America. In 
short—I suggest ‘everybody sell’ and 
sell hard.” 

Earlier in his talk Mr. Hull said, “We 
have permitted advocates of other 
forms of investment, and some econ- 
omists, to deprecate and cast doubt 
upon the value of life insurance as an 
investment.” 

“How many advocates of ‘buy term 
and invest the difference’ make it 
clear that term insurance is temporary 
insurance?” he asked. “If their advice 
is followed, a person winds up with 
high premium costs in old age from 
converting the term insurance, or— 
more probably—without any insur- 
ance or insurance cash values to pro- 
tect and provide for him in his old 
age.” 

Mr. Hull reminded his audience that 
permanent life insurance is less expen- 
sive, over the long run, than term 
insurance and that the cash value 
build-up of permanent insurance can- 
not be equaled by other forms of in- 
vestment without assuming an unusu- 
ally high yield over a long period of 
years. 

The buy-term advocates, he said, 
also seem to operate on the assumption 
that the average man can achieve a 
better long-term investment result 
than companies with a century or 
more of experience. 

“A great many people are going to 
get badly hurt if somebody doesn’t 
dissuade them from following such a 
course,” he warned. 

_ Mr. Hull said he considers investing 
in mutual funds or the stock market 

a perfectly legitimate and sound thing 
for a person to do, but I submit to you 
that a man must have earned the 
right to speculate by first providing a 
permanent program of life insurance 
for the protection of his family. 
- +. We have not been as aggressive 
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Interest In Anti-Trust Aspects 
Of Life Insurance Inevitable, 


Lawyer Warns ALC Legal Section 


and as much on the offensive in this 
area as we should be.” 

“In a long period of rising prices,” 
he said, “it is easy to forget that bear 
markets do occur, and that many peo- 
ple are badly hurt by them. However, 
there are no bear markets in the 
guaranteed values of a good life in- 
surance policy.” 

He also pointed out that even in 
1959, with a rampant bull market in 
progress, 710 stocks on the New York 
Stock Exchange dropped in value 
while only 628 rose. 


In view of the ever-growing zeal for 
anti-trust enforcement being displayed 
by both the administrative and legis- 
lative branches of the federal govern- 
ment, the life insurance industry can 
regard as inevitable their increasing 
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interest in the anti-trust aspects of 
the business, James C. Davis of the 
Cleveland law firm of Squire, Sanders 
& Dempsey warned the Legal Section 
of American Life Convention during 
(CONTINUED ON PAGE 23) 








CONCENTRATING 
ON 
LUTHERANS* 


Aid Association for Lutherans really penetrates its market potential. AAL sells 
only Lutherans whose pastors are affiliated with the Synodical Conference’. 
Despite this self-imposed, selective limitation, there now are 600,000 members 
who own one and three quarter billion dollars of AAL life insurance. Both the 
membership and their coverages keep growing every year. 


Last year 17 AAL representatives were million dollar producers and the average 
district representative sold $508,000 of life insurance to eligible Lutherans. 
AAL is proud of these professional underwriters on its field sales force, for their 
dedication to service, and for their outstanding performance. 
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HieNATIONAL UNDERWRITER 


A. G. Straub Tells ALC Legal Section: 





Legislators Should Be Shown That 
Departments Need Bigger Budgets 


The inability of some insurance de- 
partments to obtain adequate funds to 
operate effectively is due to a failure 
of communication between the regula- 
tory agencies and the legislatures, 
Second Vice-president Adelbert G. 
Straub of New York Life told the 
Legal Section of American Life Con- 


vention at its annual meeting at the 
Edgewater Beach Hotel in Chicago. 
Mr. Straub is a former New York de- 
partment deputy. 

“The same legislatures that have 
established fine criteria for the super- 
vision of the insurance business have 
often neglected to provide sufficient 


funds to do the job,” he said. “The 
same legislatures that took pains to 
spell out in detail the responsibilities 
of the insurance commissioner and his 
staff and the high standards of per- 
formance required of them, frequently 
set a price tag for such services com- 
parable to that paid high-class clerks. 
Legislatures repeatedly establish bud- 
gets which are completely unrealistic. 
The result is that by far the personnel 
of the greatest number of insurance 
departments can be said to be over- 
worked and underpaid... . 

“By and large legislatures are com- 
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Face your future with confidence . . 


SOUTHLAND 
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IS A MAN 
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He represents the ‘‘See Ahead” company 
. . which ranks among the 45 largest life 
insurance companies in the United States. 
Liberal agent contracts, extensive training 
through Home Office schools are available 
as well as invaluable ‘‘on the job” assist- 
ance in the field. 


SOUTHLAND LIFE has grown and 
continues to grow with vigor because it 
has planned wisely and built solidly, with 
experienced and aggressive leadership. 
Over three million people look to 
SOUTHLAND LIFE for protection, 


Southland Life's 42-story home in Dallas vehi service and the fulfillment of 
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posed of men of good will. Why is jt 
then that they are so parsimonious tg 
one of the greatest revenue producing 
arms of the executive branch of goy. 
ernment? 


Blames Lack Of Knowledge 


“Generally, it is the result of lack of 
knowledge. They do not appreciate the 
full consequences of their acts: They 
may never be adequately informed of 
the proper sphere of supervision jp 
government and its significant role jn 
the social and economic life of the 
community. Many demands are made 
on the time and attention of legislators 
and many who deal with them are con- 
vinced of the truth of the old adage 
that ‘the wheel that squeaks the loud. 
est gets the grease.’ ” 

Mr. Straub noted that one problem 
that needs a solution is the apparent 
inability of insurance departments to 
act promptly on policy forms sub- 
mitted for approval. He also suggesteq 
that the work of both insurance de- 
partments and counsel to the com- 
panies would be greatly facilitated if 
all regulatory agencies would publish a 
collection of existing opinions of de- 
partment counsel. 

The subject of “no claim reserves,” 
now under consideration by National 
Assn. of Insurance Commissioners, was 
also mentioned by Mr. Straub. This 
grew out of the 1960 tight money mar- 
ket; it enables the group insurance 
policyholder who has a minimum of 
1,000 lives, a premium volume of at 
least $200,000, and good experience, to 
retain that part of the premium tra- 
ditionally paid to the insurer, and 
thereby have such amounts available 
in working capital. 


Extension Of Easy Credit 


“It is in fact an extension of current 
easy credit practices prevailing in 
other lines of business,” he said. “How- 
ever, it represents a radical departure 
from the traditional method of insur- 
ance financing, which is prefunding. 
Perhaps its greatest attractiveness is 
as a competitive device.” 

In the last three years, 12 states 
have issued directives condemning 
replacements, in some cases placing 
direct responsibility on the company 
and its field personnel to curb the 
practice, said Mr. Straub. 

“Most companies,” he said, “have 
responded by refusing commissions on 
business replaced in the company, or 
by allowing only a fraction of regular 
commissions when the replaced policy 
has been in force a number of years. 
In some cases the agent has been re- 
quired to justify his action in replacing 
existing policies. However, the efforts 
of all the companies in their attempts 
to stamp out the practice have not 
been uniform, making self-policing 
difficult and lacking consistency.” 


Twofold Solution 


The solution to the problem, he said, 
is twofold: 

—A uniform approach to strengthen 
the anti-twisting laws, preferably by 
the adoption of a model bill by Na- 
tional Assn. of Insurance Commis- 
sioners. 

—A campaign to educate the insur- 
ing public of the harm they are suffer- 
ing by permitting their policies to be 
replaced. “An informed public would 
be critical and resist efforts to twist 
existing policies,” said Mr. Straub. 
“One must of necessity conclude that 
the insuring public presently is una- 
ware of the losses they are sustaining 
by replacements because so few come 
forward to complain.” 
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‘Freedom Academy’ Urged By Rep. Judd 
As Source Of Anti-Communism Experts 


Establishing of a “Freedom Acade- 
my,” where experts in the art of win- 
ning against the communists by non- 
military means would be developed, 
was urged by Rep. Judd of Minnesota 
in his address at the Thursday morn- 
ing general session of American Life 
Convention at the Edgewater Beach 
Hotel, Chicago. 

“We have to have enough military 
power to hold the enemy back, and 
we've built such power,” he said. “But 
it isn’t enough to have the power. The 
world—and you and I—have got to 
know that we have the power, and 
that it will be used responsibly in sup- 
port of principles, not capriciously, not 
in deals under the table, not selling 
out our principles and other countries’ 
territory to try to appease what can- 
not be appeased, as was done on cer- 
tain occasions in the past. The coali- 
tion of the free world will disintegrate 
if it doesn’t have confidence in our 
steadfastness.” 


Gives Reason For Academy 


Rep. Judd said that to promote 
greater skill in presenting the free 
world’s cause he has been pushing, 
without too much success, for what he 
called a “Freedom Academy,” for lack 
of a better name. The United States 
has academies at West Point, Annapo- 
lis and Colorado Springs to train ex- 
perts in ground, sea and air warfare. 

“But now we are in a different kind 
of war,” he pointed out. “This enemy 
uses land, sea and air power as a 
threat. But its real warfare is political, 


economic, psychological, educational 
propaganda, social; it is warfare in raw 
materials, industry, communications, 


commerce, arts, ballet, sports, every 
conceivable field—total warfare. And 
we haven’t got a single agency any- 
where in our government that’s work- 
ing day and night, like monks in a 
monastery, to formulate the laws of 
total warfare and to train our people 
in it. 

“Such a ‘Freedom Academy’ should 
train experts or specialists in total 
warfare, like admirals and generals 
from Annapolis and West Point; but 
it should also train persons like your- 
selves, for three or six months—people 
who are influential in theircommuni- 
ties, people who know how to make an 
impact on public opinion. How can we 
hope to defeat an enemy if we don’t 
take the trouble to understand the 
enemy? 

“Because we're still fighting this 
total war the way yesterday’s wars 
were fought, we haven’t an adequate 


Johnson Heads ALC 
Agency Section 


Raymond C. Johnson, vice-president 
in charge of mar- 
keting of New 
York Life, was ad- 
vanced from sec- 
retary to chair- 
man of the Amer- 
ican Life Conven- 
tion Agency Sec- 
tion at the annual 
meeting in Chi- 
cago. He succeeds 
Frank Vesser, 
vice-president of 
General American 
Life. ; 
New secretary of the Agency Section 
is Lynn H. Tenney, vice-president and 
Manager of agencies of California- 
Western States Life. 








Raymond C. Johnson 


YUM 


defense against all of the other wea- 
pons besides air, land and sea. And we 
haven’t developed an adequate offense. 
We've got the best set of ideas the 
world has ever seen—nothing so re- 
volutionary, nothing so _ appealing, 
nothing so explosive in history as the 
fundamental ideas in our basic docu- 
ments. But we take them for granted 
and have not found ways to present 
them, attractively, convincingly, con- 


tagiously. This what we’ve got to do, 
and we can do it if we see it.” 

The free world’s strongest weapon 
in this struggle, said Rep. Judd, and 
its best hope of coming through with- 
out a world conflagration, lies in the 
will to be free of 900 million people 
behind the Iron Curtain. 

“They will pull down the tyrants by 
billions of pin-pricks from within, if 
only we don’t build the tyrants and let 
the people down,” he declared. “This 
is what the communists are trying 
most of all to get us to do. 

Expressing the hope that he would 
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not be thought unduly pessimistic, 
Rep. Judd said he was not so anxious 
as he was 10 and 15 years ago, when 
nobody would pay attention to the 
dangers. 

“Now a lot of people are disturbed,” 
he said. ‘‘That gives hope. It is like a 
patient with TB who won’t pay at- 
tention to his cough. He won’t take the 
needed rest. He is sure some cough 
medicine will get nim well. Then he 
has a hemorrhage, and his doctor re- 
laxes. Maybe now he will pay atten- 
tion to the disease, do what is needed, 
and survive.” 
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SECRET OF 
SUCCESS? 


Five years ago, Mel Ornelles, of Oakland, California, was the manager of one 
of the meat departments of a local supermarket chain. He was then 29 years of age 
and earning $7,200 per year. 

While his position there gave him security, his chances for future advancement 
were very limited and Mel decided to investigate the opportunities offered in life 
insurance sales work. 

Concluding that Acacia offered both security and unlimited earnings, Mel 
joined our Oakland Branch Office on January 1, 1957. By the end of his first year, 
he had produced a half-million dollars of high-quality business. As his sales skill and 
knowledge continued to improve, he pushed his sales up to the three-quarter million 
mark and in 1961 he is “on schedule” for a million dollar year. Today he is earning 
double the salary he was paid five years ago and he has more than $3 million of 
business in force to his credit upon which he receives the monthly income provided 
for under the unique compensation provisions of his “Opportunity Contract.” In 
addition, Mel can look forward to receiving an ever-increasing monthly income on 
his total business in force throughout his entire Acacia career. 

Mel, in commenting on his “secret of success” says, “I’ve learned that if I see 
enough people—new people—each day, my year will be a good one whether or not 
I make a sale that particular day.” 

Mel also credits Acacia’s basic and advanced training programs for getting 
him ready quickly for a life insurance selling career. You see, Acacia specializes in 
selling personalized life insurance protection and, therefore, we devote all of our 
training efforts to that one field. 

We're proud of Mel Ornelles and all of our other career life insurance salesmen 
and saleswomen who have found that specialization in personalized life insurance 
selling has enabled them to find their own secret of success—at Acacia. 


ACACIA MUTUAL LIFE INSURANCE COMPANY 


‘‘Where You Get Tomorrow’s Protection Today” 


Home Office: Washington, D. C. 
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HteNATIONAL UNDERWRITER 


Vesser: Swing To Buyer's Market Will Shock Some 


(CONTINUED FROM PAGE 18) 
essary to make money—yet, to a large 
degree, we have so confused the agent 
that he no longer understands how he 
makes his money, and therefore it is 
not surprising that he does not per- 
form the proper functions as we would 
like him to, and as often. 

If we might take a note from Pav- 
lov’s experiments, we could train a 
tiger to feed himself if we showed him 
that putting his foot on a certain pedal 


would cause some meat to drop from 
a feeder. We would teach him this by 
repeating the action several times. 
Each time the pedal was depressed a 
piece of juicy meat would drop from 
the machine. After demonstrating this 
several times, the tiger would soon be 
able to feed himself. 

However, let’s suppose that the ma- 
chine worked this way. The pedal is 
depressed and then two months later 
the meat drops from the machine. 


THESE 
GROUPS 


ENJOYED THE 
PERSONAL 
"TOUGH 





The outstanding groups listed to the right have discovered what makes a conven- 


The tiger will never connect the action 
and the reward, will he? 

The longer that the reward is sep- 
arated from the action, the less en- 
thusiastic is the person to perform the 
action. 


No Longer Connected 


Gentlemen, we have let the reward 
get so far away from the action that 
the two are no longer properly con- 
nected in the agent’s mind. 


A FEW OF THE ORGANIZATIONS 
WHO HELD THEIR CONVENTIONS AT 
THE SHOREHAM DURING 1959-60 


ASSOCIATIONS 
Air Transport Assn. of America 
American Alumni Council 
American Bar Association 
American Industrial Bankers Assn. 
American Medical Association 
American Pharmaceutical Assn. 
American Public Power Assn. 
American Society of 

Testing Materials 
American Trucking Assn., Inc. 
Assn. of Industrial Advertisers 
Milk Industry Foundation 
National Assn. of Broadcasters 
National Association of 

Mutual Savings Banks 
National Association of 

Photographic Manufacturers 
National Automobile Dealers Assn. 
National Candy Wholesalers Assn. 
National Electrical 

Manufacturers Association 
National Food Brokers Assn. 
National Lumber 

Manufacturers Association 
National Travelers Aid Assn. 


INDUSTRY 

The Coca-Cola Company 

Esso Standard Oil Company 

Ford Motor Company 

International Business 
Machines Corporation 

Johnson and Johnson 

Lever Brothers 

Norge Sales Corporation 

Parke, Davis and Company 

The Pepsi-Cola Bottlers’ Assn. 

Piggly Wiggly Corporation 

Ralston Purina Company 

Sperry Gyroscope Company 

Sylvania Electric Products, Inc. 

U. S. Gypsum Company 


INSURANCE 


General Insurance Co. of America 
Great Central Life Insurance Co. 
International Union of 

Marine Insurance 
Liberty National Life Insurance Co. 
Metropolitan Life Insurance Co. 
Mutual Insurance Agency Assn. 
Peoples Life Insurance Company 
Prudential Insurance Company 
Shenandoah Life Insurance Company 


CLUB AND FRATERNAL 
Alpha Sigma Tau Sorority 
Beta Chi Sorority 
Daughters of America 
General Federation 

of Women’s Clubs 
P. E. 0. Sisterhood 
Phi Gamma Delta Fraternity 
Rotary International Club 


tion so memorable at the Shoreham Hotel and Motor Inn in Washington. It’s our 


personal touch—the expert, individual service that we give every group, large 


or small. 


You'll find no stiff rule-book attitude at the Shoreham. Whether you want to “move 
a wall” or change a salad, our convention staff are always ready to give you their 


immediate personal attention. 


And we've the finest facilities for groups of every size: 700 beautiful air-conditioned 
guest rooms for conventions in the hotel and motor inn, accommodating 1400 persons 
... 25 meeting and banquet rooms accommodating any number from 35 to 1000... 
outdoor swimming pool...and 44,000 square feet of drive-in exhibit space. For 


complete Convention Portfolio, write John E. McMurtagh, Director of Sales. 


Shoreham Hotel and Motor Inn 


Connecticut Avenue at Calvert, Washington, D.C. e¢ ADams 4-0700 
New York Office: 60 East 42nd Street « YUkon 6-3048 


Also offices in Chicago, DEarborn 2-0089 « Cleveland,-CHerry 1-1966 
Pittsburgh, ATlantic 1-2373 « Boston, HUbbard 2-0060 


OTHER GROUPS 


American Forest Products Institute 
American Rocket Society 
Chamber of Commerce of the U. S. 
Fifth International Congress 
on Nutrition 
Fourth Marine Division Assn. 
National Council, Boy Scouts 
of America 
National Institute of 
Governmental Purchasing, Inc. 
National Recreation Congress 
9th Infantry Division 
95th Infantry Division 
Tax Executives Institute, Inc. 
Tax Foundation, Inc. 
U. S. Savings and Loan League 
United Steel Workers of America 
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Don’t you think it would be wise t 
get the reward back closer to th 
sale? 


Victims Of Selling Solution 


A third item is that we have mag 
a mistake in getting away from neg 
or problem selling. We have becom, 
victims of selling solution. Many 
our organizations have almost forgot. 
ten how to sell the problem. We mug 
always remember that a man will no 
buy a solution until he is firmly cop. 
vinced that he has a problem. } 
many cases, sales today are made qm 
tax grounds alone and should thoy 
tax laws be changed, many agents wil] 
have forgotten how to sell insurance, 

This matter of problem building j; 
particularly important in the field of 
health insurance. The days of package 
selling in the health insurance bug. 
ness are quickly disappearing. Becaug 
of the new social security disability 
benefit and the extensive coverage un. 
der group and franchise policies, it jg 
now imperative that our agent is cap- 
able of programing health insurance 
and that we have policies designed 
with the flexibility to do that job. 


Competitive Spirit Eroded 

A fourth danger is that during the 
last 20 years we have lost some of our 
competitive spirit. We have become 
very pleasant. We don’t want to of- 
fend anyone. We have let ourselves 
feel that mass merchandising systems 
have reduced the need for an aggres. 
sive sales organization. Perhaps by 
stressing the “living benefits” too 
much, we have played right into the 
hands of the investment business. We 
have met them on their terms on 
their ground instead of talking about 
the things that the life insurance bus- 
iness can do that the investment bus- 
iness can never do. 

Gentlemen, I believe we are moving 
into a buyer’s market and the rewards 
are going to go to the strongly com- 
petitive company that has a hard hit- 
ting, well trained, well equipped sales 
organization with competitive prod- 
ucts. 

The next 20 years are going to be 
highly rewarding years for the man 
who is a salesman and proud of it! 


Unforeseen Delays 
Plague Push For 
Segregated Funds 


(CONTINUED FROM PAGE 18) 
ized by Connecticut and Massachusetts 
type laws, merely serve to determine 
the monetary value of the company’s 
obligations to the policyholder, and do 
not give the policyholder any special 
liens upon or claims to the assets or 
income in the separate account. There 
is no walling off or segregation of 
particular assets or income to satisfy 
the claims of particular policyholders. 


Should Remove Concern 

“Also, we have made suggestions in 
the form of policy provisions or state- 
ments of company practices which 
should remove the department’s con- 
cern about possible conflicts between 
the company’s interest in its separate 
account and its general account which 
might lead to favoring one or the 
other in the purchase or sale of secur- 
ities, or in the transfer of assets from 
one account to the other. 

“Finally, although we hardly expect 
that a serious issue will be made of the 
point, we have submitted that under 


. present:.day business conditions our 


proposed separate account provisions 
are necessarily or properly incidental 
to the group annuity operations of a 
life insurance company.” 
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Unit Of Increased 
Anti-Trust Action 


peal (CONTINUED FROM PAGE 19) 
any ® its annual meeting in Chicago. 
forgot. Mr. Davis, after mentioning the at- 
© mug) tention governmental sources have 
vill ng been giving anti-trust situations gen- 
y con.@ erally, noted that despite the favorable 
mM. Ip competitive record of the life insurance 
ade o,@ business, out of a total of $113.6 billion 
| those in admitted assets in 1959, 49% life 
its will companies controlled some 84%, 10 
nce, companies controlled 63% and four 
ding j; | companies controlled 44%. 
ield of In former years, business clients and 
ackage even some business legal advisers felt 
. busi. @ that they were protected against anti- 
ecaug @ trust action if their business was con- 
ability ducted in an industry which had not 
ge un. previously received anti-trust atten- 
s, itis tion, or which was small and not 
is cap. § significant in size as compared to 
urance } industry leaders. 
signed “If this concept were ever tenable, 
it is now clear that it is no longer 
valid,” Mr. Davis warned. “Today no 
industry can be considered immune to 
1g the F anti-trust enforcement.” 
of our The ultimate objective of lawyers 
ecome — should be to inculcate in executive 
to of- F clients a sufficient awareness of the 
Selves § general anti-trust principles so that 
stems they will recognize the area of poten- 
Beres- § tial difficulty and seek legal advice 
a by f before, instead of after, they have 
too f become committed to a course of action 
© the § which may prove to be illegal, he said. 
. We Pointing to the substantial fines and 
is On F jail sentences received earlier this 
about F year by electrical executives in Phila- 
bus- § Gelphia, Mr. Davis said that in his 
bus- F own experience, client receptivity to 
: anti-trust advice has increased. 
oving “Some of us and some of our clients 
wards may still hope that the results at 
a Philadelphia were aberrational and 
= not to be treated as typical of what 
— the future may bring,” he said. “That 
Prod F this is probably a vain hope is appar- 
os ent from the publicly stated purposes 
on of those charged with anti-trust en- 
t! forcement, and congressional activity 
1 during the just adjourned session.” 

At present, Mr. Davis said, “life 
insurance enjoys certain exemptions 
from the application of anti-trust laws 
because of the forbearance of Congress 
to enter those areas covered by state 
regulation. Because of the historical 
character of state regulation and its 

setts — legal and practical inability to deal 
—_ with many aspects of interstate com- 
any s merce, compliance by the life insur- 
d do ance business with the anti-trust laws 
ecial is essentially dependent upon self- 
S or regulation. This fact alone poses a 
here | tremendous challenge to life insurance 
1 of | lawyers as a group. 
tisty “To one whose experience with the 
lers. anti-trust laws has been obtained as a 
result of enforcement policies invoked 
os against industry generally, it is a mat- 
a ter of great interest that the life in- 
hich surance business has to date been 
ike relatively immune therefrom. The con- 
sade centration of monetary power in the 
ada hands of life insurance companies, one 
nich of the criteria which always alerts 
the anti-trust enforcers, is tremendous. 
ak Such an accumulation of financial 
aia Power would normally be productive 
of an irrestible impulse to enforce on 
pect the part of anti-trust zealots, were it 
the hot for the correlative facts that the 
de past years have witnessed a decline in 
cm the concentration of these assets 
ons among leading companies in the in- 
ntal dustry and that there have been a 
fa large number of new companies com- 
Ing into the business. 





LIFE INSURANCE EDITION 


“The fact that an industry of the 
size of.life insurance can provide sta- 
tistics indicating such a truly com- 
petitive condition is, of course, due in 
part to economic factors beyond the 
control of any of us. However, it is 
also due in a large part to the fact that 
an industry so largely self-regulated 
has operated under a high degree of 
self-restraint. Inevitably, this could 
not have happened without wise and 
farsighted advice from the industry’s 
legal advisers.” 


GORMAN’S COMMENTS 


It would be hard to find another 
government policy that has received 
such long and unquestioned public ac- 
ceptance as that expressed in the anti- 
trust laws, Manuel M. Gorman, associ- 
ate general counsel of Life Insurance 
Assn. of America, said in his discus- 
sion of Mr. Davis’s paper. 

Mr. Gorman pointed out that al- 
though the Sherman act has been on 
the books for more than 70 years, the 
life insurance business, although still 
primarily regulated by the states, has 
been subject to the anti-trust laws 
since 1948. 

Mr. Gorman agreed with Mr.Davis, 
saying, “The function of counsel in the 
life insurance business is to maintain 
a constant process of anti-trust educa- 
tion, based on good liaison between 
counsel and executives.” With this 
firm basis, practices and programs 
could be initially checked by counsel 
rather than analyzed after they have 
been instituted. 

Mr. Gorman traced the history of 
life insurance industry actions since 
the U. S. Supreme Court decision 
bringing the business under the anti- 
trust laws. He stated that part of the 
problem has been the delicate one of 
avoiding not only any anti-trust viola- 
tion, but even the appearance of such 
activity. 

“We have recognized that any anti- 
trust suit—win, lose or draw—would 
be prejudicial to the public esteem 
which we value so highly,” he re- 
marked. 

The need for continued vigilance 
was pointed out as Mr. Gorman men- 
tioned that there are “constant ful- 
minations from the direction of Wash- 
ington” which impinge on the business 
of insurance, and he suggested even 
greater zeal on the part of the business. 

In conclusion, Mr. Gorman stated 
that the long-run advantages of a 
policy of reasonable caution will far 
outweigh whatever temporary benefits 
might accrue from an attempt to by- 
pass the basic philosophy of the anti- 
trust laws. 


Brooke Chairman Of 
ALC Legal Section 


Dwight Brooke, vice-president and 
general counsel of 
Bankers Life of 
Iowa, was ad- 
vanced from sec- 
retary to chairman 
of the American 
Life Convention 
Legal Section at 
the annual meet- 
ing in Chicago. He 
suceeds Allen C. 
Steere, vice-presi- 
dent in charge of 
public relations of 
Lincoln National 











Dwight Brooke 


Life. 

New secretary of the section is G. 
Frank Purvis, vice-president, general 
counsel and investments, Pan-Ameri- 
can Life. 


Kastner Reviews 
Laws Enacted In 
The Past Year 


While many legislative proposals 
made during the first session of the 
87th Congress, just 
concluded, had a 
direct or direct im- 
pact on the life in- 
surance business, 
only a limited few 
of these cleared 
the legislative hur- 
dles, Ralph H. 
Kastner, general 
counsel of Ameri- 
can Life Conven- 
tion, reported to 
the ALC Legal 
Section during the 
ALC annual meeting in Chicago at the 
Edgewater Beach Hotel. 

Of interest are the one-year exten- 
sion of the 52% corporate tax rate, 
the elevation of the government’s debt 
limit to $298 billions, liberalization of 
the social security act, and authority 
for the Internal Revenue Service to 
establish individual taxpayer account 
numbers. 

At the state level, all states but 
three held regular legislative sessions, 
and one of the three held a special, 
Mr. Kastner reported. 

“Notwithstanding the alleged tre- 
mendous need for additional revenue, 
we were fortunate to avoid premium 
tax increases except in a limited few 
areas,” he said. “It is interesting to 
note that New Mexico expanded its 
premium tax to include Blue Cross and 
Blue Shield plans at the domestic com- 
pany rate.” 

The states were active in the im- 
position of other taxes, and they are 
now considering the imposition of 
taxes in the future. Arkansas, Cali- 
fornia, Illinois, Indiana, New Mexico, 
North Dakota and Oklahoma all have 
study commissions considering new 
ways of raising money. 

Laws authorizing the use of the 





Ralph H. Kastner 
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1958 CSO and CET mortality tables, 
with provision for a three-year age 
set back for female risks, have be- 
come law in all states where legisla- 
tion was required, except Mississippi. 
Information has been received indicat- 
ing it will be considered by Mississip- 
pi in 1962. 

Florida’s securities act now requires 
any person simultaneously holding a 
securities license and a life agent’s 
license to furnish each prospective 
buyer with a written proposal on or 
before delivery of any mutual funds 
program. 


Franchise Restricted 


In California, a significant law re- 
stricts franchise or wholesale life 
plans to members of professional as- 
sociations, to employes of a common 
or affiliated employer or to insurance 
made available in connection with an 
indebtedness or contract of sale. Exist- 
ing plans are not affected but no in- 
dividual may hereafter become in- 
sured for more than $25,000 except 
under a plan written in ccnnection 
with a professional association, an in- 
debtedness, a contract of sale or a 
pension plan. 

The subject of credit union group 
life insurance took on significant pro- 
portions this year in that at least 10 
jurisdictions had measures introduced 
dealing with this subject. Six jurisdic- 
tions enacted laws on the subject. 

California now requires a group life 
or disability contract, premiums for 
which are paid pursuant to a col- 
lective bargaining agreement, to con- 
tain a provision extending coverage 
during a strike for those employes 
for whom premiums are paid. 

Under Idaho’s new insurance code, 
the “model” credit life and A&S in- 
surance law was re-enacted, and pro- 
vided that credit insurance forms 
might be disapproved “if premium 
rates charged or to be charged are ex- 
cessive in relevant factors both in and 
outside that state.’ The law is ap- 
plicable to certificates issued under 
existing group policies and under 
group policies issued in another state 
as prescribed. 
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SEVENTEEN YEARS NINE YEARS 
Finck Dorman, CLU Earl L. Ballentine 
Nate Kaufman John N. Botti, CLU 
Richard A. Mitchell 
SIXTEEN YEARS William H. Plymate 
James z Fusco Vinton C. Reed 
Ernest Herzog illiam E. 
Edgar T. Russell eiaiicilpesbate sti 


EIGHT YEARS 
FIFTEEN YEARS Guy E. Fairfield 
Francis H. Davis 


William Art Long 
David R. Johnson 


William G. McClelland 
TWELVE YEARS SEVEN YEARS 
Eugene K. Druart, CLU James B. Lee, CLU 
Russell Farmer 


Joe B. Rowekamp 
Charles B. Ingram, Jr. Michael J. Shanley 
Alvin R. Meyer 


SIX YEARS 
ELEVEN YEARS Harry O. Dean, dr. 
Curtis L. McClelland 


Marvin E. Race, CLU 
Ken P. Sheppard,CLU Robert J. Schwab 
TEN YEARS 


FIVE YEARS 
Maurice A. Kennedy Marion S. Henry 
Arthur M. Klinefelter Peter J. Scaffidi 
Doyal E. Plunkitt Jd. Ronald Scharer, CLU 
E. Lowell Rife 


Lloyd H. Sellers 


WALTER H. HUEHL, President 


Indtan apolis Mife 
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\ Mutual Company +: Founded 


We proudly salute our 


ARNOLD BERG, CLU, Vice-President and Director of Agencies 


Award Winners 
FOUR YEARS Eugene J. Mincks, CLU 
Alden A. Ameden William R. Neis 
Edward J. Biering John S. Simms, dr. 
Harold D. Howenstine Howard E. Wallin 
Glen J. Macaux Jack W. Watson 
Gordon R. ump Raymond Wick 
Lloyd G. Mitten, CLU 
Hayden R. Parker pm . ye ae 
Jack Peckinpaugh = william F. Church 
Lewis H. VandeBunte Robert Clouse 


THREE YEARS Edward F. Daly, Ill 
Louis O. Carr, CLU Robert G. Fearrin 
Richard F. Carey Gordon W. Frederick 
Albert L. Hodgson Harry P. Gross 

Clint S. Nielsen Walter Ray Hart 
Thomas F. O’'Haver ack G. Justice 
Donald A. Remington John J. Lee, dr. 


David M. Lippitt 
TWO YEARS John J. Meyers 
Gene R. Bennett John W. Paige, CLU 
Carroll D. Bryant James R. Perkins 
Norman D. Edwards’ Hoyt E. Phillips 
Frank L. Guicynski Archie L. Roberts, dr. 
Clarence J. Hynes, Jr. F. Carl Snyder 
Charles E. Keaton, Jr. Frank W. Whaley, CLU 
Noel Manning George Wilcox 





1 COMPANY 


1905 +-Indianapolis 7, indiana 





Opportunities in Colo., Conn., Fla., II., Ind., la., Ky., Mich., Minn., Mo., Neb., N.D., Ohio, Pa., S.D., Tenn., Tex., W.Va., Wis., Kan. 
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Membership For Unit 
On Social Insurance 
Terminology Complete 


The membership of the committee 
on social insurance terminology of 
American Assn. of Risk & Insurance 
has been completed and a meeting is 
tentatively planned for the fall. The 
group functions as part of ARIA’s 
committee on insurance terminology, 
headed by Davis W. Gregg, president 
of American College. 
Arthur Williams Jr., professor of 
economics and insurance of the Uni- 
versity of Minnesota is chairman of 
the new committee. 
The membership list includes John 
F. Adams, assistant vice-president of 
Temple University; Theodore Baker- 
man, director of the bureau of research 
at Duquesne University; Edison L. 
Bowers, chairman of the economics 
department of Ohio State University; 
J. Douglas Brown, dean of the faculty 
of Princeton University; Eveline M. 
Burns, professor at the New York 
school of social work of Columbia Uni- 
versity; Wilbur J. Cohen, assistant sec- 
retary of the Department of Health, 
Education & Welfare, and Frank G. 
Dickinson, National Bureau of Ec- 
onomic Research, New York. 
_ Also, Joseph F. Follman Jr., director 
of information and research Health 
Insurance Assn.; Herbert C. Graebner, 
dean of American College; James 
Christy, manager-insurance of Upjohn 
Co., Kalamazoo; Robert J. Myers, chief 
actuary of the social security adminis- 
tration; Ray M. Peterson, vice-presi- 
dent and associate actuary of Equit- 
able Society; Jerome Pollack, program 
consultant of the social security de- 
partment of United Auto Workers; Os- 
car N. Serbein, professor of the grad- 
uate school of business of Stanford 
University; Herman Somers, chairman 
of the department of political science 
of Haverford College; John G. Turn- 
bull, professor at the school of busi- 
ness administration of University of 
Minnesota, and Dr. William H. Wan- 
del, director of research of Nation- 
wide companies. 


Guarantee Mutual Has 
Record Sales Campaign 


Guarantee Mutual Life set a new 
record during its annual World Series 
campaign July 17-Sept. 2, with a sales 
total of $20,375,685, beating the 1960 
figure for the same period by more 
than $800,000. During August issued 
business reached $10,183,134, the high- 
est single month in the company’s his- 
tory. 


Associates Has Non-Can Disability 
Associates Life of Indianapolis has 
issued a non-cancellable and guaran- 
teed renewable disability policy that 
permits writing six different plans on 
one form. The contract is renewable to 
the net policy anniversary date fol- 
lowing insured’s 65th birthday, and 
benefits are payable to the same date. 
It insures against occupational disa- 
bility for five years. Thereafter total 
disability is defined as the inability 
to engage in any gainful occupation. 
The new plans of benefits are for 
one, two, three, five and 10 years and 
to the next policy anniversary date 
following insured’s 65th birthday for 
sickness or accident. Lifetime benefits 
are optional on all plans for accident. 
For the first time, the company is 
making available one and two year 
non-cancellable and guaranteed re- 
newable coverages with option of life- 
time accident benefits to women. 
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NALU Financial Statement Budget Reproduced 


Because of the unusual interest displayed at the re- 
cent Denver convention of NALU in the association’s 
financial situation and its budget for the coming year, 
the NALU financial report and budget are reproduced 
below and on the facing page. For mechanical reasons, 
the reproduction does not follow exactly the same order 
of categories that was used in the statement distributed 


COMPARATIVE STATEMENT OF ASSETS AND LIABILITIES 


NATIONAL ASSOCIATION OF LIFE UNDERWRITERS 
TWELVE MONTHS ENDING JUNE 30, 1961 


ASSETS 


Petty Cash 
Checking Accounts: 
Union Trust Co, of D. C,. 
American Security & Trust Company 
Savings Accounts: 
9 N.Y. Banks 3 3/4% Int. Quarterly 
5 D.C. Banks 3% Int. Semi-Annual 
TOTAL CASH 
U. S. Treasury Bond Due June 15, 1983 3%% Int. 
U. S. Treasury Note Due February 15, 1962 
U. S. Treasury Bills: Due August 17, 1961 
Due August 24, 1961 
Other Securities 
TOTAL CASH AND SECURITIES 
OTHER ASSETS 


Accounts Receivable 

Accounts Receivable -W LRT 

Accounts Receivable - LUMBF Campaign Account 
Travel Advances - Headquarters Staff 
American Airlines - Deposit 

Postage, Washington, D. C. (Deposit for LAN) 
Postage on Hand 

Furniture-Fixtures-Equipment 

Pamphlet Inventory 

Accrued Interest Receivable 

Prepaid Convention Expenses 

Deferred Insurance Premium 


BUILDING FUND ASSETS 
Cash-American Security & Trust Company 
Land 
Building Improvements ($725,194.19 less 5% 
Depreciation $36,259.71) 
TOTAL ASSETS 


LIABILITIES AND SURPLUS 


Accounts Payable 

Deferred Dues 

Deferred Income - Life Notes (1961-62) 

Funds Belonging to General Agents and 
Managers Conference 

Paul Speicher Memorial Library 

Advance Registration - Denver 

Advance Exhibit Space - Denver 

Special Reserve for Contingencies 

Special Reserve for Acquisition and Installation 

of Electronic Data Processing Equipment 
Surplus 





BUILDING FUND LIABILITIES AND SURPLUS 





Mortgage Payable 
Accounts Payable 
Net Value of Property Account 


TOTAL LIABILITIES AND SURPLUS 


Washington National Insurance Company 5 (0) years old...0 











1960 1961 
$ 750.00 $ 750.00 
76,513.23 145,699.28 
5,000.00 5,000.00 
71,523.47 74,233.33 
35,840.13 37,048.72 
$189,626.83 $262,731.33 
10,000.00 10,000.00 
50,000.00 
74,061.79 
74,579.50 

299,132.04 
$498,758.87 $471,372.62 
23,188.81 26,993.72 

5,180.46 i 

2,226.60 
400.00 1,152.00 
425.00 425.00 
2,000.00 2,500.00 
740.75 1,023.55 
1.00 39,296.48 
3,563.80 2,851.85 
2,284.02 1,562.33 
554.04 919.83 
565.84 1,870.88 
$539,889.19 $549,973.13 
6,283.68 
329,900.00 
688,934.48 


$ 14,575.54 
226,785.00 
2,339.60 


15,198.23 
4,926.25 


50,000.00 


226,064.57 
$539,889.19 
—— 


$1,575,091.29 


$ 21,848.85 
229,614.00 
3,053.75 


14,772.18 
630.76 
640.00 

40.00 

50,000.00 


26,000.00 


__ 203,373.59 


$ 549,973.13 


222,392.45 
1,284.91 


801,440.80 
$1,575,091.29 
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at Denver. The analysis of income is placed after th ‘i 
breakdown of expenses rather than before it, as wa § ¢*P¢ iias 
done in the NALU exhibit. over 
Year Ending Year Ending BUDGET 
June 30, 1960 June 30,1961 1961-67 
ADMINISTRATIVE AND GENERAL EXPENSES , 
LIFE ASSOCIA 
Rent - 608 13th Street $ 36,398.28 — $ 12,132.76 a 
Property Operating Expense (Net) - Paper and Pr 
Exhibit A 54,227.59 — $ 61,205.09 Engraving an 
Moving Expenses - Headquarters 1,144,09 Telephone an 
Moving Expenses - Mr. Byrd 2,000.09 photographic 
Salaries 260,731.02 279,629.55 298 ,000.00 Stationery 4 
Temporary Office Help 2,735.87 847.37 1,000.09 stencils 
Overtime Expenses 1,533.90 1,600.09 Travel - Adv 
Telephone and Telegraph 5,320.65 6,425.75 6, 500.00 Promotion - 
Printing - Miscellaneous 1,716.64 2,859.35 2,800.00 Travel - Edi 
Stationery and Supplies 7,623.29 8,716.51 9,000.00 postage - Ge 
Mimeograph Supplies 2,700.0 postage ~ Ma 
Supplies for Verifax Copier 1,485.18 1,072.43 1,200.00 Miscellaneou 
Purchases: Furniture- Fixtures- p. C.Use Tax 
Equipment (Non-electronic) 3,436.76 6,675.80 6 000,00 to August 3 
Reserve for Depreciation - Furniture 
Fixtures-Equipment 9,824.12 12,000, 
Fairbanks ton 2 - Consultation é . SPECIAL ACTI 
and Installation 4,880.10 7,500.00 
Rental of Electronic Equipment 4,000.00 Building an¢ 
Conversion to Electronic Equipment 5 000,00 Reimbursed 7 
Services and Repairs - Equipment 1,976.27 3,626.40 4,000.00 to Conventi 
Postage 3,493.22 3,222.34 3, 500.00 Compensation 
Auditing 1,500.00 1,500.00 1,500.00 quality Bust 
Conmittee Reports 4,150.02 3,221.62 4,500.00 Health Insur 
Bulletins 3,925.00 3,737.90 4,000.00 Group Insura 
Wheelhorse Newsletter 4,253.83 3,653.15 3,800.00 Group Insura 
Insurance (excluding Building) 2,128.94 2,229.84 2,000.00 Federal Law 
Group Insurance Employees 1,992.15 2,170.43 2,200.00 State Law & 
Group Major Medical Insurance 3,011.98 9,913.44 12,000.00 Social Secur 
Taxes: Social Security 5,553.72 5,861.12 6 , 500.00 Special Lege 
D. C. Uenmployment 3,990.30 785.38 1,500.00 cmeer tes. 5° 
Federal Excise Tax 435,98 437.82 500.00 oo 
D. C. Personal Property Tax 732.12 773.42 1,800.00 ee es 
Reimbursed Travel and Expenses - B cor seca wi 
Executive Vice President 7,124.28 6,545.78 10,000.00 Membership P 
Reimbursed Travel and Expenses Associations 
General (Headquarters Staff) 1,777.24 2,625.38 3,900.00 Leadership T 
Reimbursed Travel and Expenses Leadership T 
President - Mr. Pritchard 1,991.65 Reimburseme 
Mr. Hendley 8,069.29 858.63 Committee fo 
Mr. North 6,899.49 10,000.00 Legislative 
Reimbursed Travel and Expenses Special Comm 
Vice President 413.83 1,091.84 2,000.00 of Combinat 
Reimbursed Travel - Trustees to Agents 
Conventions 4,059.19 4,961.19 5,000.00 Public Relat 
Convention Expenses 15,980.31 15,964.37 18,000.00 Field Pract 
Midyear Meeting 6,372.60 7,578.57 7,500.00 Underwriter 
Special Meeting of the Board 3,600.00 Aftairs of V 
Dues: National Better Business 200.00 200.00 200.00 Uexen Underw 
U. S. Chamber of Commerce 700.00 700.00 700.00 Selection Co 
Associations - Staff Members 529.25 550.00 Committee on 
Miscellaneous Expenses 7,019.62 4,561.08 5,000.00 Special Comm 
Subscriptions and Books 1,365.95 750.00 Education a 
Functions and Activities Committee 34.70 Dues Structu 
Executive Committee Meetings 2,707.10 3,364.81 6,900.00 Committee on 
Committee on Nominations 1,342.61 1,998.93 4,000.00 Committee to 
Finance Committee 346.40 412.25 500.00 Conference 
Membership Administration 4,686.57 3,809.95 4,500.00 Joint Commit 
General Entertainment and Promotion 2,040.93 2,810.75 3,000.00 D. C. Use Ta 
Special Gifts and Receptions for August 31, 
Employees 2,769.40 3,000.00 
Headquarters Employees Pension Plan 7,084.47 13,211.66 15,000.00 TOTAL 
Building Dedication 1,208.24 PROFI 
D. C. Use Tax - May 1, 1956 to 
August 31, 1960 270.33 
$427,642.01 $514,840.03 $570,605.00 
e 
ot a sl 
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The disbursements totals at the bottom of the third 
plate, shown on this page, are for administrative and gen- 
eral expenses, Life Association News direct expenses, 
and special activities, including committees. Exhibit A 
expenses are not a separate category; the total of outgo 


“S was i Over income is included as an item in the administrative 


BUDGET Year Ending 


June 30, 1960 


Year Ending 


June 30, 1961 


BUDGET 
1961-62 





LIFE_ASSOCIATION NEWS (DIRECT EXPENSE) 
lke 




















d Printing $190,423.03 $211,320.30 $210,000.00 
61, 205,09 paPtaving and Art Work 8,015.76 7,354.21 8,500.00 
Telephone and Telegraph 1,001.00 eee i 
__ 2,000.09 photographic Supplies 206.10 365.19 400.0 
298 000,09 Stationery and Supplies 344.31 320.46 500.00 
1,000.09 stencils 1,950.81 1,537.92 2,000.00 
1, 600,09 Travel - Advertising 5,856.13 2,878.16 4,500.00 
6, 500.09 promotion - Advertising 1,050.46 909.06 1,600.00 
2,800.09 Travel - Editorail 536.59 659.05 1,200.00 
9,000.00 postage - General 2,785.17 2,690.29 3,000.00 
2,700.09 postage - Mailing LAN 21,034.70 26,567.72 30,000.08 
1, 200,00 Miscellaneous Expenses 864.72 860.20 1,000.00 
D. C.Use Tax - May 1, 1956 
6 000,09 to August 31, 1960 340.90 
$234,068.78 $256,940.43 $263,700.00 
12 
a SPECIAL ACTIVITIES INCLUDING COMMITTEES 
7,500, 
Hiren Building and Property Committee 215.79 
5,000.00 Reimbursed Travel Expense - Chairmen 
4,000.00 to Conventions 1,516.63 1,337.22 
3,500.00 Compensation 514.90 
1, 500,00 Quality Business Committee of NALU 8,526.05 7,212.36 
4,500.00 Health Insurance Persistency Award 467.40 
4,000.00 Group Insurance 1,281.08 335.48 
3,800.09 Group Insurance Study 110.82 194.20 
2,000.00 Federal Law & Legislation 1,531.58 1,494.89 
2,200.00 State Law & Legislation 3,678.78 2,558.37 
2,000.00 Social Security Law & Legislation 4,074.39 4,142.23 
6, 500.00 Special Legal Expense 2,763.93 
1,500.00 Committee on Industry's Problems 21.32 
500.00 Special Research Projects 
1,800.00 Committee on Estate Planning 
Co-ordination 894.26 687.28 
0,000.00 Relations with NAIC 104.88 644.88 
a Membership Promotion 8,554.87 10,563.02 
3,000.00 Associations (State and Local) 5,823.46 7,603.56 
Leadership Training 6,400.83 1,928.81 
Leadership Training - Trustees 
Reimbursement 1,298.69 2,010.94 
0,000.00 Committee for Co-ordinating Federal 
oe Legislative Action 581.15 251.59 
2,000.00 Sorcial Committee on Recognition 
i of Combination Agents 86.06 100.97 
Agents . 
se Public Relations 5,503.26 5,628.63 
"500.00 Field Practices 73.28 14.03 
"600,00 Underwriter Education and Training 468.38 139.84 
200.00 Affairs of Veterans and Servicemen 1,299.24 1,332.25 
700.00 Weuen Underwriters 226.16 768.42 
550.00 Selection Committee 5,576.05 
000,00 Committee on Aging 30.56 423.18 
750,00 Special Committee on Political 
. Education and Participation 7.15 
00.00 Dues Structure Committee 79.77 
”000.00 Committee on Research and Planning 9.62 
500.00 Committee to Investigate All-American 
500.00 Conference on Communism 14.49 
"000.00 Joint Committee on Field Relations 437.28 
dei D, C. Use Tax - May 1, 1956 to 
000.00 August 31, 1960 367.41 
‘000.00 $ 55,343.24 $ 56,603.82 $ 65,000.00 
TOTAL DISBURSEMENTS $717,054.03 $828,384.28 $899,305.00 
PROFIT - LOSS 47,626.40 (18,736.86) _ (99,705.00) 
$764,680.43 $809,647.42 $799,600.00 
605.00 
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and general expenses. The amounts shown in parentheses 
are minus or negative figures. 








Year Ending Year Ending BUDGET 
INCOME June 30, 1960 June 30, 1961 1961-62 
Membership Dues $342,059.39 $348,247.33 
Membership Dues - Subscriptions 114,019.73 116,082.37 
$456,079.12 $464,329.70 $470,000.00 
Advertising - Life Association News 280,629.85 313,448.76 300,000.00 
Interest - Savings Banks Accounts 3,662.18 3,755.12 3,500.00 
Interest - U. S. Bonds and 
Treasury Bills 6,767.96 4,724.20 4,000.00 
Life Notes - Net (63.01) 2,524.29 2,500.00 
Subscriptions - LAN 462.93 448.80 400.00 
Pamphlet Sales, Etc. Net 1,281.40 1,428.95 1,200.00 
Convention Registration Fees 15,860.00 18 , 987.60 18,000.00 
$764,680.43 $809,647.42 $799,600.00 
EXHIBIT A 


PROPERTY OPERATING EXPENSE 


9 MOS, ENDING BUDGET 
June_30, 1961 1961-62 
RENTAL INCOME: 
LUTC $30,416.70 $36,500.00 
Parking 7,676.92 8,000.00 
$38,093.62 $44,500.00 
EXPENSES 
Interest on Mortgage $ 5,132.45 $ 6,800.00 
Amortization of Mortgage 11,800.00 
Realty Taxes 7,710.06 8,500.00 
Salaries (Building Supt. and 
Night Watchman) 6,115.10 8,000.00 
Maintenance 11,945.51 15,000.00 
Power and Light 7,406.25 9,500.00 
Gas 3,158.70 4,200.00 
Water and Sewage 88.38 125.00 
Repairs 2,975.29 1,500.00 
Insurance $ 1,081.10 500.00 
Services and Repairs - Elevator 
and Air Conditioner 730.02 1,500.00 
Exterminator Service 100.00 120.00 
Supplies 1,074.01 900.00 
Light Bulbs 420.89 400.00 
Miscellaneous 282.72 300.00 
Interest on Note Payable 6,860.95 
Closing Expense - Mortgage 790.50 
Taxes: Social Security and D. C. 
Unemp loyment 189.57 300.00 
Depreciation - Building and 
Improvements 36,259.71 36,260.00 
TOTAL EXPENSE $92,321.21 ‘$105,705.00 
NET OPERATING EXPENSL ($54,227.59) ($ 61,205.00) 


Inter-Ocean Raises Two In New Unit 


Inter-Ocean of Cincinnati has named Dal Riebel man- 
ager of the new controlling division. He joined the com- 
pany two years ago. James L. Harpring, systems analyst 
since 1956, has been appointed operations manager in 
the new division. 

Mr. Riebel will be in charge of the personnel, opera- 
tions, and electronic data processing departments, and 
of the general agency accounting and billing systems. 
Mr. Harpring will supervise collections, policy issue units 
for all lines, claims clerical staff, central filing system, 
and EDP personnel. 








amot a sign of age 











Although we have 
engaged in providing valuable 
services to our policyowners for half 
a century, our philosophy is as modern as 
tomorrow. Still young in spirit, the past 50 


years have been but a beginning. 





We will continue to serve and satisfy our 
policyowners in the future as well as 
we have in the past. 


LIFE * ACCIDENT ® SICKNESS * HOSPITAL 
GROUP » SURGICAL * MEDICAL 


Home Office: Evanston, Illinois 
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E. J]. Faulkner Describes 
The Fight For Clarity 
At Advertisers Meeting 


The “wit-sharpening and thorough- 
ly delightful word game” of straight- 
ening out life and health insurance 
terminology was described by E. J. 
Faulkner, president Woodmen Ac- 
cident & Life, in an address at the 
annual meeting of Life Advertisers 
Assn. at Dallas. 

Mr. Faulkner, who is chairman of 
American Risk & Insurance Assn.’s 
subcommittee on health insurance 
terminology, told his audience that 
linguistic difficulties begin in the very 
first words in the business: “life in- 
surance,” for instance, may include or 
exclude annuities, and “ordinary life” 
seems for some to have a suggestion 
of mediocrity. “It is something of a 
relief to know after searching review 
[the committee on life insurance term- 
inology] agreed that the appropriate 
generic term for the business is “life 
insurance,” Mr. Faulkner said. 


Underwriter Or Agent? 


Another difficulty has been with the 
term “life underwriter.” Mr. Faulkner 
related that the word as a synonym for 
“agent” seems to have come from 
the formation in 1872 of the Cin- 
cinnati Assn. of Life Underwriters. 
The usage has gained in popu- 
larity since that time, having the 
attraction of seeming distinction and 
professional connotation, in spite of 
its possible lack of precision. This is 
another of the intriguing points “‘on 
which we may hope for a well-reas- 
oned recommendation from the com- 
mission,” Mr. Faulkner suggested. 

“There are many examples of ter- 
minological chaos in insurance that 
burden or destroy our effort at clearer, 
surer communication. ‘Coinsurance’ 
means one thing in fire insurance 
and something distinctly different 
in health insurance. ‘Reserves’ to the 
man in the street are funds set aside 
against a contingency. In other words, 
they are assets. In life insurance we 
know them to be measures of liabil- 
ity.” 


Health Vs A&S 


The problems of accident and sick- 
ness insurance vocabulary have been 
especially difficult. Mr. Faulkner told 
how insurers, trade associations and 
publications have bowed to the decision 
of his committee to establish the term 
“health insurance” as the accepted us- 
age. 

“While we respect the dictum that 
‘dictionaries do not make the lang- 
uage; language makes dictionaries,’ 
we see nothing wrong in a gently 
coercive educational program to en- 
courage uniform usage,” Mr. Faulk- 
ner _ said. 

Do committees on terminology tend 
to magnify or invent problems? Mr. 
Faulkner quoted Davis W. Gregg, 
president of American College and 
head of the commission on insurance 
terminology, on the vital importance 
of clarity to the insurance business: 

“Our ‘mixed-up’ language is taking 
a heavy toll among many lines: 
Countless sales are lost because the 
public doesn’t know what we are 
trying to say about our products and 
services. Manpower development costs 
are doubled or trebled because train- 
ers and teachers must explain and 
re-explain concepts and techniques. 
Stiff taxes and restrictive legislation 
surround us because legislators can- 
not seem to understand how we func- 
tion.” 
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High Tribute Paid To GAMC Leaders Of Ye 


(CONTINUED FROM PAGE 2) 
regardless of position, must fully sup- 
port the joint committee on field rela- 
tions. 

2. The industry should establish a 
measurable goal which will capture 
the imagination of every worker in 
every company and the public as well. 
A suggested goal is “Life insurance 
for every American family equal to 
three times the family’s disposable 
income by 1965.” The important idea 





The Chartered Life 


his clients. 


John Hancock is proud to acknowledge the work of the American College of 
Life Underwriters in furthering professional standards in life insurance. Our 
John Hancock men are steadily encouraged to work toward the C. L. U. designation 


is to have all eyes fixed on a common 
goal, just as every scientist, every 
engineer and every mechanic in the 
space program has a common goal— 
a man in orbit. 

3. Materials—meaning the asset 
structure of the companies—appears 
to be in tip-top condition and could 
readily go into orbit if the field forces 
could develop the premium income to 
take full advantage of the current in- 
vestment opportunities. 


ar Just Ended 


4. The industry seems to have pro- 
gressed further in the field of me- 
chanical engineering than in the field 
of human engineering. Better luck is 
being experienced in getting a man 
into space than in equipping a man to 
walk up the street and ring doorbells 
to tell the story of life insurance. Mr. 
Benson suggested that for many fam- 
ilies the call of the salesman will be a 
greater event, if successful, than put- 
ting a man in space. General agents 








as a vital step in their careers. 






MUTUALY LIFE 
BOSTON, MASSACHUSETTS 


Underwriter’s key opens wide a life 
insurance man’s future. His C.L.U. studies give depth and scope to his knowledge 
of life insurance. They equip him to provide even more effective service to 
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and managers hope they will soon se 
a picture of a life insurance presiden; 
proudly standing beside his “million. 
dollar” investment in manpower rath. 
er than some electronic device. Ther 
may be instances where it would haye 
been better to hire the salesman who 
sold the machine and forgotten abou 
the equipment. 


Managers Could Stop It 


5. Progress has been made to the 
point where everybody is writing ang 
talking about replacements. Mr. Bep. 
son declared that people are trying 
to dress up old-fashioned “twisting” 
by calling it by the polite term “te 
placement.” Stand by “twisting” a 
the proper term, he urged. Mr. Ben. 
son’s most salient point was that the 
matter of correcting the twisting prob. 
lem was squarely in the laps of the 
general agents and managers if the 
malady is to be corrected. Everybody 
can write about it, but if*every gep. 
eral agent and manager would faith. 
fully resolve to stop twisting in his 
agency there would be nothing left 
to write about within a 30-day period, 

6. Just as a missile must Overcome 
the forces of gravity, the life insurance 
industry finds itself sorely pressed to 
overcome the forces of political ex. 
pediency in the expanding social con- 
cepts of our government. It seems that 
each political party is dedicated to 
buying its way into office by giving 
money to people from whom it has 
taken it, but after deducting a service 
fee that is pretty high in most in- 
stances. This is an area where the 
industry should present a_ strong, 
united front and be willing to devote 
a significant part of its energies striv- 
ing equally hard to convince each 
political party that they should be 
governed by sound economic princi- 
ples rather than political expediency. 

7. “Before we are ready for orbit 
it will be necessary that the industry 
carefully examine’ the _ economic 
weather in which we operate, just 
as the greatest possible care is taken 
to examine the weather before an as- 
tronaut is shot into space. Only re- 
cently have we begun to take weather 
readings to determine the climate in 
which we will operate and to deter- 
mine the winds and tides of public 
opinion which so drastically effect the 
results of our efforts.” 

Mr. Benson stated that during its 
10-year history GAMC and all its 
members have been keenly aware that 
their first loyalty is, and should be, to 
NALU and its best efforts should be 
directed toward accomplishing its ob- 
jectives. 


Have Men, Materials 


“We doubtless have the men and 
the materials to get our industry into 
orbit, but it seems there is a lot of 
engineering .to be done, particularly 
in the area of human behavior and 
human relations before the other seg- 
ments of our industry can operate at 
full capacity,” said Mr. Benson. 

Distributed at the meeting and in- 
tegraied with its program was the 
10th anniversary program, prepared 
by Mr. Benson’s committee. 


Prudential Cocktail Party 


Prudential was host at a well-at- 
tended cocktail party in the Michigan 
room of the Edgewater Beach Hotel. 
It was the first occasion for the intro- 
duction of Raymond W. Cobb as the 
sucessor to James E. Rutherford as 
vice-president in charge of the Chica- 
go regional home office, where Mr. 
Cobb has been 2nd vice-president. Mr. 
Rutherford will retire later this month. 


October | 
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MEET MR. ALBERT PICK, JR., distinguished client of Nationwide Group Insurance. As president of the Pick Hotels 
and 
- Corporation, Mr. Pick directs the complex affairs of one of America’s best-managed chains, consisting of 33 
0 
nd hotels and motels in 30 cities. A progressive-minded company, Pick Hotels rety on America’s most progressive 
eg- 
. insurance organization—Nationwide—for their group coverage. Again this year, a Nationwide group health and 
in- 
oe welfare program covers executives and employees of the growing Pick chain. Join the distinguished company of 
business leaders like Albert Pick, Jr. Why not check Nationwide 
. for your client’s group needs? Your local Nationwide group Sa 
x ; man h : f 1 E 1 di | di : America's most progressive insurance organization 
: as a variety of plans—including regular group, creditor’s, ATIONWIDE 
e . . . . e 
i association, blanket, pension and profit sharing. For full de- ohm peot™ 
a- % 
4 tails on plans for your client, write: GROUP SALES, DEPT. N, | 
h. Nationwide Life Insurance Company - Nationwide Mutual Insurance 





NATIONWIDE INSURANCE, 246 N. HIGH ST., COLUMBUS 16, OHIO. Company + home office: Columbus, Ohio 
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GROWING IS SUCH A HUMAN THING 


In July 1961, the Crown Life Insurance Company passed Three 
Billions of Iasurance in Force. The only Billion Dollar Canadian 
Company organized in the twentieth century, it took 52 years to 
attain the first billion and 6 years later, in 1958, this amount was 
doubled. In three more years, the company’s records showed a total 
of $3,013,017,397 of life insurance and annuities in force. 

Crown Life, like any family, measures its growth in human values. 
The measure of a company is in the people it serves—the Crown Life 
policyowners. Their continued faith in their own future and the 
future of their families, depends on their life insurance to provide 
financial peace of mind. 

We are proud of our Crown Life representatives, whose under- 
standing of their clients’ dreams and objectives gives them the insight 
to intelligently plan life insurance to achieve its ultimate goal... 
family happiness. 


Crown LIFE 


cevanseueo INSURANCE COMPANY (2005755; 





Middle Atlantic 


New Jersey: New Jersey Life Associates, Inc., Suite 930, Raymond Commerce Bldg., 1180 Raymond Bivd., 


Newark 2, MI 2-2083 


Pennsylvania: A. R. Atwater, 354 Lancaster Ave., Haverford, TR 8-2848, MI 2-4421 
J. J. Durkin, Shrineview, Dallas, 4-6202 
J. Ehrman, 5700 Bartlett St., Pittsburgh, AT 1-0626 
P. G. Kekich, 1614 Investment Bidg., 239 Fourth Ave., Pittsburgh, GR 1-9010 
T. E. Malley, 2608 Saybrook Dr., Pittsburgh, CH 1-4313 
G. A. Vickey, 3927 Wood St., Erie, UN 4-3522 
A. F. Williams, Metzger Bldg., State College, AD 7-4901 


East North Central 


Ohio: Crown Life Underwriters of Dayton, 4981 Alhambra Ct., Dayton, Cl 2-5541 
P. D. Dreifus, 824 Union Central Bidg., Cincinnati, GA 1-1910 
J. E. Hamm, Jr., 322 Hanna Bidg., Cleveland, CH 1-3987 
R. B. Tilton, 683 East Broad St., Columbus, CA 1-1601 
White, Wilson, Merritt, Inc., 1115 Superior Bldg., Cleveland, CH 1-6765 
R. G. Means, Beacon Bidg., 50 W. Gay St., Columbus, CA 1-2989 
A. A. Sells, Port Lawrence Bidg., Room 202, 206 Michigan St., Toledo 2, CH 4-5529 


Indiana: H. O. Bulli, 112 Berwyn Rd., Muncie, AT 8-6495 
Federal Insurance Agency, 1712 North Meridian, Indianapolis, ME 8-1358-9 


Wlinois: R. C. Fagan, Crown Associates Inc., 208 S. LaSalle St., Chicago, FE 6-7318 


Michigan: S. J. Cohn, 1174 First National Bidg., Detroit, WO 2-8458 
C. L. Hunter, 208 North Woodward Ave., Royal Oak, 961-4421 
B. G. Kendall, 19600 Woodward Ave., Detroit, TO 9-7800 
J. A. O'Brien, 302 First National Bank Bidg., Escanaba, ST 6-6811 
W. E. Shackleton, 208 North Woodward Ave., Royal Oak, 961-4421 
R. C. Stager, 1239 East Fulton St., Grand Rapids, GL 9-4684 


West North Central 


Minnesota: H. L. Bardin, 1406 W. Lake St., Minneapolis, TA 7-5307 
R. H. E. Smith, 1645 Hennepin Ave., Suite 205, Fawkes Bidg., Minneapolis, FE 3-0221 


Missouri: Life Insurance Underwriters & Consultants Inc., 9218 Clayton Rd., Clayton, WY 1-1601 
Sidney Salomon Jr. and Associates, 1006 Ambassador Bidg., St. Louis, GA 1-0925 


North Dakota: G. R. Peterson, P. O. Box 2166, 112-124 North University Drive, Fargo, 2-2453 
Nebraska: M. K. Robinson, 1745 South 84th St., Omaha, 393-2010 
Kansas: OD. J. Harper, Kansas Life Associates Inc., 227 Ida St., Wichita, AM 5-5208 





North America Board 


On Puerto Rico Tour 

Directors of North America and Life 
of North America visited Puerto Rico 
this week to inspect operations on the 
island. John A. Diemand, chairman 
and chief executive officer, was host 
at a number of receptions and busi- 
ness meetings in San Juan and at 
other locations. Attending were in- 
surance agents and brokers and lead- 
ders in business, government and fin- 
ancial affairs. 

North America began operations in 
Puerto Rico in 1956. The company now 
employs 55 persons there, the majority 
being natives, and 60 independent 
agents represent the company and its 
life affiliate. 

In addition to 10 board members 
making the trip, others in the party 
were Edmund L. Zalinski, executive 
vice-president Life of North America, 
and the following North America of- 
ficers: John A. Diemand Jr., vice-pre- 
sident international department; C. B. 
Wentworth, vice-president _invest- 
ments; Louis O. Thames, secretary in- 
ternational department, and J. Ken- 
ton Eisenbrey, secretary-treasurer. 
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Participants Scheduled 
For ARIA Annual Meet 


American Risk & Insurance Ags 
will hold its annual meeting Dec. 9. 
29 in New York. 

Speakers, discussion leaders ay 
panel moderators scheduled include 
Robert I. Mehr, University of Ilinojs. 
Meyer Melnikoff, Prudential; Rober 
W. Osler, Underwriters National As. 
surance; James L. Athearn, Univer. 
sity of Florida; Donald R. Childres 
University of Oklahoma; Oscar Goo. 
man, Northwestern University; Irving 
Pfeffer, UCLA. 

Also, John W. Cowee, University of 
California; William Knepper, Interna. 
tional Assn. of Insurance Counsgg): 
Arne Fougner, Christiania Genera] of 
New York; Robert Rennie, Nationwide 
Mutual; William McCrae, Americap 
Mutual; John F. Adams, Temple Ujj- 
versity; and Willis Rokes, University 
of Oklahoma. ; 

General session chairmen include 
Kenneth Herrick, Texas  Chrisitay 
University; Edwin S. Overman, Amer. 
ican Institute for Property & Liability 
Underwriters; Grant M. Osborn, Ari- 
zona State University, and Mr. Adams, 


a 
MARU... JOE SALESMAN'S AIDE de CAMP 
CO 





“Wouw—5 big convertible endowment plans in two days! May I have that 


new typewriter now, boss?” 


Anico’s top commissions come easily when fast sellers such as the 


10, 15 or 20 year endowment plans are explained to prospects. Special 


maturity options, “quantity discount,” quit options, etc., are features 


that gain higher customer acceptance. Anico’s complete line of com- 


petitive plans. (Competitive commissions too.) 


INS U R AN CE Cc 





OMPAN Y @{ 
Xan 


HOME OFFICE: GALVESTON, TEXAS SiGnOn 











Openings everywhere in territory for Representatives, Brokers and Special Brokers. 
Inquiries will receive prompt, confidential replies. Address: Coordinator of Sales. 
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<A. WITH THE PILOT 


LIFE INSURANCE EDITION 


New Areas 


of Growth 


with the Pilot 


mMissouRi 
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There’s a new day, a new opportunity with 
Pilot Life through Management Training 


When Pilot Life’s Management Development 
Program was initiated a few years ago, we 
were emmausiastic about its possibilities. But 
the results have far exceeded our expecta- 
tions, and the success of the men trained 
under this program has been gratifying in- 
deed. 

Under the Management Development Pro- 
gram, trainees are carefully selected on sales 
and supervisory experience. Home Office 
seminars on actual management problems, 
practical field training, development of new 
phases of management activity are all de- 


LIFE © GROUP e HEALTH 





signed to help the future General Agent grow 
in knowledge and self-confidence. And, dur- 
ing the entire program, the trainee is on a 
guaranteed salary. 

New territories in Oklahoma, Missouri, 
Ohio and Indiana are being opened ahead of 
schedule; as the Pilot continues to grow, it 
provides opportunities for qualified men to 
train under this program. 

For ambitious, responsible men, Pilot’s 
Management Development Program is indeed 
a remarkable opportunity leading to a profit- 
able, exciting career. 


e SCHOLASTIC @¢ PENSION TRUSTS 


GREENSBORO, NORTH CAROLINA 


Pilot Life Insurance Company—in the top five per cent among the world’s leading life insurers 
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Changes In The Field 


Rudy Novak has been made man- 
ager at Toledo, Ohio. He joined the 
company at DeKalb, Ill., and became 
assistant manager at Peoria in 1954. 
He replaces Talton Clark, who has 
been made assistant manager at Flint. 

Harley Simpson manager at St. 
Louis, has been made manager at Cin- 
cinnati, replacing Richard Hageman, 


who was appointed east central divi- 
sion field vice-president. Mr. Simpson 
joined the company in 1945 at Dayton, 
became field assistant in 1946 and dis- 
trict manager in 1948. He later became 
unit manager at Cincinnati. 

Roy Martin replaces Mr. Simpson at 
Fort Worth. Mr. Martin joined the 
company at St. Louis where he later 


was named district manager. He has 
been a director of Clayton (Mo.) Life 
Underwriters Assn. 


Home Life Of New York 


Robert F. Grund, who has been in 
the management development divi- 
sion, has been made manager of the 
New York agency formerly headed by 
Paul C. Colette. Before joining Home 
Life, he was with Connecticut Gen- 
eral for 17 years, as an agent at New 
York, assistant manager at Detroit and 
manager in Cincinnati. 





CHIL. “asks for it” 


... to give its men more sales power 


At Connecticut Mutual Life, members of the 
Leaders’ Sales Advisory Council and the General 
Agents’ Advisory Committee meet separately 
each year on a regular schedule with top manage- 
ment. They are elected by their respective groups. 
Their purpose: to bring the fieldman’s viewpoint 
on ways to increase sales and improve service. 





They and management exchange ideas, discuss 
suggestions and recommendations. Result: better 
policies to sell, better ways to sell them, better 
service to back them up. 


Connecticut Mutual Life 


INSURANCE COMPANY « HARTFORD 
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Lincoln National Life 


John W. T 
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John W. Teeter 


Citizens Life 


Irwin A. Schiff has been appointe 
general agent at New Haven. Hej; 
president of Group Insurers Inc., which 
administers insurance plans for pp. 
fessional associations. He has beg 
with Home Life of New York. 


United States Life 


Don L. Tenney has been appointed 
general agent at Menlo Park, Cal. He 
was manager at San Francisco of 
Life of North America and before that 





Donald Watson Jr. Don L. Tenney 


was a general agent at San Jose for 
Guardian Life. 

Donald Watson Jr. has been appoint- 
ed general agent at Oakland. He en- 
tered the business in 1953 with Clar- 
ence S. Smith & Co., Oakland broker 
firm, and later became brokerage man- 
ager of Occidental of California at 
Oakland. 


Bankers Life, Des Moines 


Robert B. Good- 
rich has been 
named manager at 
Kansas City, 
where he had been 
agency supervisor. 





Richard N. Chapin 


Metropolitan 


John E. Neal, superintendent of 
agencies at the Pacific Coast territory, 
has been appointed 2nd _ vice-pre- 
sident, Pacific Coast head office. Ed- 
ward A. Murphy, assistant superin- 
tendent of agencies on the Pacific 
Coast, has been placed in a new posl- 
tion as head of the northern half of 
this territory, called Pacific North. 
Pacific South is now headed by Rex- 
ford W. McCurdy, who has been as- 
sistant superintendent of agencies 12 
the Central territory. ; 

Mr. Neal joined the company 
1933 at Richmond, and was later man- 
ager at Spartanburg, S. C., and Ale- 
xandria, Va. He became superintend- 
ent of agencies in the South Central 
territory in 1953 and was then put in 
charge of the Atlantic Coast territory. 

Mr. Murphy was manager in Boise, 
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Idaho, and Chico, Cal., before being 
appointed assistant superintendent of 
agencies in 1955. He joined the com- 
pany in 1935. 

Mr. McCurdy joined the company 
in 1947 as manager at Austin, Tex., 
and New Orleans, before being made 
executive assistant in field manage- 
ment in 1958. He was appointed as- 
sistant vice-president in 1960. 


Great American Life, N. J. 


Richard N. 
Chapin has been 
appointed man- 
ager of the Gulf 
Coast agency in 
Houston, where he 
had been general 
agent for Tennes- 
see Life. He start- 
ed with Phoenix 
Mutual Life as an 
agent at Kansas 
City in 1941. In 
1946 he went with 
Phoenix Mutual 
and during the next four years was a 
supervisor at Cleveland, Detroit, Chi- 
cago, New York and Seattle and a 
manager at Fort Wayne. He was trans- 
ferred to Houston in 1950 and opened 
his general agency there in 1954. 

Mr. Chapin is chairman of the by- 
laws committee of Houston Life Un- 
derwriters Assn. and past president 
of that association, of the Texas and 
Houston General Agents & Managers 
conferences. 


Franklin Life 


Louis L. Dominguez of Globe, Ari- 
zona, has been appointed general agent 
there. He has been with Transwestern 
Life. 





Steven L. Babits 


Northwestern Mutual 


Martin S. Pohlemus has been named 
general agent at Spokane, Wash., suc- 
ceeding Norman K. Bishop, who has 
resigned to return to Portland, Ore., 
where he will continue with the com- 





Martin S. Polhemus 


Norman K. Bishop 


pany as a special agent in the Laer- 
ence J. Evans general agency there. 

Mr. Polhemus joined the company’s 
Omaha general agency in 1953 and 
was appointed district agent at Wayne, 
Neb., in 1957. Mr. Bishop joined North- 
western in 1951 as a special agent at 
Portland and was appointed general 
agent at Spokane in 1956, a post he 
has held until now. 


Confederation Life 


Spradlin Life Associates Inc. has 
been appointed general agent at Tam- 
ba. President of the agency is George 
H. Brussel, who is vice-president of 
Milton M. Spradlin Inc., a general 
lines agency. 


National Life Of Vermont 


Walter B. Brynn has been made 
western regional director with head- 
quarters at Palo Alto, Cal. He was 
assistant superintendent of agencies. 


Yim 
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He replaces Karl G. Glumm, vice- 
president, western division, who has 
retired. 


Fidelity Mutual 


David L. Manzler has been appoint- 
ed general agent at Cincinnati, suc- 
ceeding Paul Johnson, who is retiring. 
Mr. Manzler entered the business there 





David L. Manzler 


Paul Johnson 


in 1958 with Massachusetts Mutual. 
He was a member of that company’s 
leaders club in 1958 and 1959 and he 
was the Cincinnati agency’s man of 
the year in 1960. 

Mr. Johnson was Fidelity Mutual’s 
general agent in Cincinnati for 26 
years. He will continue in personal 
production. 


Colonial Life Of N.J. 


Steven L. Babits 
has been appoint- 
ed director of 
group sales. He 
entered the busi- 
ness with Con- 
necticut General 
in 1953. In 1956 he 
took over one of 
that company’s 
group offices in 
New York City. 
His office led in 
group production 
in 1957 and was 
second in 1958. He joined Colonial 
in September. 





Steven L. Babits 


Travelers 
Joseph S. Wise has been made man- 
ager at Harrisburg. He joined the 
company in 1957 as a field supervisor 
at Reading, Pa., and was appointed 
assistant manager there earlier this 
year. 


State Mutual Life 


Harris T. Welger has been appointed 
manager at Providence. He has been 
an assistant manager at New York 
City for New York Life. 


Woodmen A. & L. 


Frank J. Owens has been named 
agency manager for the company’s 
eastern Oregon territory at Bend. Mr. 
Owens entered the personal insurance 
business in 1955 and has served as 
agent, manager and agency supervisor 
for Woodmen Accident in the Bend 
area. 


Federal Life, Ill. 


John M. Okicki Jr. has been named 
manager at Cleveland. Mr. Okicki, 
former assistant manager for Metro- 
politan Life, has been an agent since 
1956. 


AMERICAN INCOME LIFE of In- 
dianapolis has named Morris Lipkind 
and Hyman Swirsky general agents at 
Philadelphia and Cleveland, respec- 
tively. 


MIDLAND NATIONAL of S.D., has 
named two general agents in Wiscon- 
sin: P. D. Weickgenant, Baraboo, and 
Warren Wallace, Rickland. 
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and still vigorously pioneering new concepis 


Soo 


in Group Life Insurance! 


n you will be reading about two more new and original 


concepts in Group Life Insurance Protection—pioneered and 


perfected by Continental Assurance. 


Survivor’s Income Insurance 


New group protection which provides a regular monthly income 


for 


families of employees for one or two years after death. 


Double Value PTD 


New Permanent Total Disability Protection with income bene- 


fits 


that never nibble away the face amount of the life 


insurance policy. 


“Want more facts? Contact any CAC general agent, 
manager or write the home office.” 


CONTINENTAL ASSURANCE © 


CHICAGO 4 ¢ Member Continental National Group 


S.I. 
P.T. 





50 
Anniversary 





Approved every state but Mass. 


D. Approved every state but Mass., Mo., N.Y. 
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Home Office Changes 
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Equitable Society 
Conway S. Carter has been made 
assistant treasurer in charge of the 


banking division. He has been New 
York City cashier and he will be 
succeeded at that post by Alexander G. 
Montgomery, who has been assistant 


cashier at Chicago. 
M. James Sexton, manager of the 


sales management division of the re- 
sidential mortgage~- department, has 
been appointed coordinator of man- 
power motivation in the manpower 
division. 

Joseph A. Babb, formerly manager 
of the cost analysis and planning unit 
on the president’s staff, is now di- 
rector of field information and com- 


munications on the staff of the agen- 
cy vice-president. 


Thomas F. Hatcher, formerly staff 
assistant to the agency vice-president 


on the president’s staff, is now assist- 


ant to the agency vice-president and 


a member of his personal staff. 

John P. DeWitt, assistant chief ap- 
praiser in the residential mortgage de- 
partment, has been made chief ap- 
praiser in that department. 

C. Judson Pearson has been made 


assistant counsel assigned to the office 


of the counsel for legislation. In 1958 
he was appointed insurance commis- 
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sioner for West Virginia. He was, 
member at large of the exccutiye 
committee of National Assn. of Insyp. 
ance Commissioners and served ong 
number of other committees of NAIC 
He entered private law practice eap. 
lier this year, after a short period g¢ 
service with American Life Convep. 
tion. 


Travelers 
Named assistant secretaries in the 
life underwriting department are Rys. 
sell P. Sweet, Norbert B. Flynn ang 
William H. Tribou Jr. Mr. Sweg 
















You can “Roll a Strike” every time with Columbus 
Mutual’s Agent's Contract, Induction Program, 
and Sales Packages— because your agents make 
money and you make money with: 

hi. Commissions on Leading Par and Non-par Policy Contracts. 

Vested Renewals. 
a Lifetime Compensation in Service Fees. 


Non-Contributory Pension Plan. 


Free Group Life Insurance. 













New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 


premium payment plans. me 


FOR YOU 


Well-balanced General 
Agent’s Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 







MUTUAL'S} j 


Agent’s Contract 
Induction Program 
Sales Packages 


AGENCY-BUILDING OPPORTUNITIES in: 


Alabama, Arizona, California, Delaware, Florida, 
Georgia, Iliinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 
Washington, D.C., and West Virginia. 


| COLUMBUS MUTUAL 


| Life Insurance Compan 
Columbus 16, Ohio J 





joined the company in 1946 in the life 





Russell P. Sweet Norbert B. Flynn 


underwriting department. He was ap- 
pointed underwriter in 1950. Mr. Flynn 
was made a life underwriter in 1953 
and chief underwriter in 1959. Mr 
Tribou was appointed underwriter in 
1948 and chief underwriter in 1969, 

Wildon W. Sterner, assistant super- 





William H. Tribou Jr. 
intendent of training and special serv- 


Wildon W. Sterner 


ices, has been made _ superintendent 
of training. He joined the company at 
Kansas City and was named assistant 
manager there in 1956. 


New York Life 


Albert E. del Vecchio, assistant vice- 
president, has been made 2nd vice- 
president on the staff of the vice-pre- 
sident in charge of insurance opera- 
tions. He joined the company in 1929 
in the actuarial department. He was 
appointed administrative assistant in 
1951 and executive assistant in 1957. 
He holds a law degree from Fordham. 

Gordon W. Stables, assistant vice- 
president, has been appointed 2nd 
vice-president of general service op- 
erations. He joined the company in 
1934, was appointed administrative 
assistant in 1954 and executive assist- 
ant in 1955. 

Glenn B. Gross, assistant vice-pre- 
sident since 1956, has been named 2nd 
vice-president in the personnel de- 
partment. He joined the company in 
1951 as an administrative assistant and 
became executive assistant in 1955. 

John M. Jex has been appointed 
assistant vice-president in the insur- 
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¢ CONSULTANTS 











FRANK uve SIONS INC 





Consultants in 











_Fredetick E. Jones, President Fred C. Adams, Sup’ of Agents 
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a NEW YOR 
Marketing 521 Fifth Ave., K iad 70s 
and Management CHICAGO 6, ILL. 
or t 209 W. Jackson Bivd 
Insurance- Business 922-0492 
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ance relations department. He was as- 
sociate director of government rela- 
tions for the National Coal Assn. He 
earlier had a general law practice in 
Salt Lake City and was administrative 
assistant to Senator Watkins. He was 
also on the campaign staff of Ambas- 


sador Lodge. 


Connecticut Mutual 
Dr. Theodore M. Ebers has been 
appointed chief medical director. He 
was assistant medical director of Pa- 
cific Mutual from 1934 to 1942. After 


Dr. Theodore Ebers Dr. D. S. Pepper 


four years in the navy he joined Con- 
necticut Mutual as assistant medical 
director. He was named medical di- 
rector in 1952. 

Dr. D. Sergeant Pepper was assist- 
ant medical director at Provident 
Mutual before joining Connecticut 
Mutual in 1951. He was appointed as- 
sociate medical director in 1953. 


Not Richmond Company 

An item in the Sept. 23 issue on the 
appointment of E. J. Holycross as di- 
rector of agencies of Bankers Fidelity 
Life identified the company as being 
based in Richmond. It is located in 
Atlanta. The Richmond company is 
Fidelity Bankers Life. 


Connecticut General 


William H. Welch Jr. has been ap- 
pointed 2nd vice-president in charge 
of the accident department. He joined 
the company in the group depart- 
ment in 1940. He was named assistant 
director of group sales in 1957 and in 
1958 he became secretary in the ac- 
cident department. 

Named secretaries in the group de- 
partment are Donald A. Carpenter, 
Harold R. Thalheimer and Martin D. 
Wood. Mr. Carpenter has been a su- 
pervisor in the group department and 
in 1956 he was made assistant sec- 
retary. Mr. Thalheimer joined the 
company in the group department. He 
has been assistant secretary in that 
department since 1957. Mr. Wood was 
a senior underwriter in the group de- 
partment and since 1956 has been as- 
sistant secretary there. 

Neil MacDonald and John R. Ma- 
thesen have been named assistant sec- 
retaries. Mr. MacDonald has been 
senior renewal underwriter since 1958. 
Mr. Mathesen has been an underwrit- 
er and a senior underwriter. 

Robert J. Alley, an assistant secre- 


Conventions 


Oct. 18-20, Institute of Home Office Under- 
writers, annual, Jung Hotel, New Orleans. 


Oct. 26-28, Midwest Management Conference 
ppael, Sheraton Hotel, French Lick, 


Nov. 7-10, Life Insurance Agency Management 
=" annual, Edgewater Beach Hotel, Chi- 


Nov. 9-10, New York State Assn. of L 
Underwriters, fall del s = 
ton-Syracuse Inn, dycatias. re ee 

Nov. 13-15, Health Insurance Assn., individual 

ce forum, Sheraton Hotel, Philadel- 
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tary, has been made secretary in 
charge of the life underwriting de- 
partment. 

Dr. J. David McGaughey has been 
appointed associate medical director. 
He has been an assistant medical di- 
rector since 1958. 

Robert D. Kirkpatrick, a senior re- 
newal underwriter, has been made 
assistant secretary in the policyhold- 
er and field services department. 

Appointed secretaries in the rein- 
surance department are Roland F. 
Dorman, who was an assistant ac- 
tuary, and Charles S. Hazen, who was 


your clients 


an assistant secretary. Mr. Dorman is 
a fellow of Society of Actuaries. 

Dr. Kenneth E. Ward, assistant med- 
ical director in reinsurance medical 
underwriting, has been associate med- 
ical director. 


North Carolina Mutual 


Murray J. Marvin has been named 
planning director. Mr. Marvin entered 
the business 10 years ago as the first 
executive director of National Insur- 
ance Assn., and, at that association’s 
recent Washington, D. C., annual, 


who are going places 
need MONY’s new 


accident 


Compare what MONY’s Executive Travel Accident policy can do for them...and for you 
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was given much credit for the posi- 
tion NIA now holds within the in- 
dustry. 


American Mutual Life 
John Mecham has been named 
auditor succeeding Woodward H. 
Brown, who retires after 21 years with 
the company. Mr. Mechem has been 
assistant auditor since 1956. 


NATIONAL HOME LIFE of St. 
Louis has named John H. Armbruster, 
president Community Federal Savings 
& Loan there a director. 


@Weeeeeeee2ee ee ee ee eeeee Gee eeeaeeee 


e Gives coverage for accidental loss of life, 
limb or sight for both travel and nontravel 
accidents e Quadruple benefits for specified 
“Common Carrier” travel accidents.(Triple 
in California) e Double benefits for the 
common automobile travel accidents 
e Single indemnity for the everyday non- 
travel accident e Great flexibility—there 
are four different plans with basic accidental 


Maura 6- 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK,N. Y. 


death benefits ranging from $10,000 to 
$25,000 e You get top commissions and 
vested renewals e Fast coverage because 
policies are electronically issued e Easy to 
sell—short application is part of sales bro- 
chure. Start going places yourself with this 
new ETA policy. Send coupon for further 
information. (Policy offered in all states 
and in Canada.) 


New York 


- 


Mutual Of New York 
Dept. NU-10 
Broadway at 55th St. 
New York 19, N.Y. 


Please send me your FREE 

brochure on MONY’s 

Executive Travel Accident insurance. 
Name. 

Firm Name. 
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(CONTINUED FROM PAGE 1) 
as a result of efforts to aid the needy 
few.” 

Mr. Haakenstad recalled that when 
a similar bill was being considered by 
Congress a year ago, President Eisen- 
hower indicated that he would veto 
it, if enacted. 

“However, this year President Ken- 
nedy’s attitude is the reverse,” he 
said. “He is an active advocate of this 
bill and has put the enormous power 


HieNATIONAL UNDERWRITER 


ALC President Warns On King-Anderson Bill 


of the executive department behind 
| 

Supporters of the social security ap- 
proach, in the meantime, are very 
busy building up popular and politi- 
cal support for the bill, he added. 

“It seems to me that we would be 
well advised to continue to express 
our opinion of this legislation to our 
representatives in Congress, particular- 
ly the members of the House of Rep- 
resentatives, for that is where the 


crucial battle will be fought,” he said. 

Turning to another problem facing 
the life insurance business—that of re- 
placements—Mr. Haakenstad observed 
that the practice is “uneconomic.” 


Switch Usually Detrimental 


“The substitution of one life insur- 
ance policy for another is seldom in 
the interest of the policyholder mak- 
ing the substitution,” he said. “Fur- 
ther, it is likely that most replace- 





Will this little lady grow up in a family that will always know 


the comforts of security? The answer may depend on you. 0 


As a life insurance counsellor, you have a responsibility to ad- 


vise the fathers in your community. Great-West Life stands 


ready to assist you in providing the right plan to fit any father’s 


need. [7] Great -West is noted for its wide variety of coverages, its 


brokerage service and its liberal commissions. Call or write our 


nearest officetoday: Great-West Life 


ASSURANCE COMPANY 
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ments would not occur if the DOlicy. 
holder were apprised of all the fac 
The problem has now reached Such 
proportions that the agency forces, the 
life insurance companies and the jp. 
surance commissioners have becom, 
concerned, and measures are being 
taken to correct this evil.” 

Mr. Haakenstad said that many Sug. 
gestions have been made and varioy 
plans have been advanced in attempy 
to cope with this problem. 

“Naturally” he added, “any prohj. 
bition of replacements as such wou] 
be an abridgement of the freedom g 
policyholders to determine what they 
may wish to do with or about they 
life insurance. But life insurance j, 
highly susceptible of misrepresent. 
tion, and costs and policy benefits are 
very difficult to compare. 

“All of this places the policyholder 
in a particularly vulnerable position as 
a possible victim of a twisting agent, 
Whatever may be done to enhance the 
probability that the policyholder wi] 
be advised of all material facts with 
respect to a replacement should have 
the active support of the agents, com. 
panies and commissioners. The Amer- 
ican Life Convention stands squarely 
behind constructive programs designed 
to eliminate this evil.” 


Need For Curbing Inflation 


Mr. Haakenstad also stressed the 
importance to life insurance of a sound 
economy and the curbing of inflation. 
It appears, he said, that our economy 
is embarking on a period of expan- 
sion that could prove to be the big- 
gest boom of the postwar era. 

A great part of the recent improve- 
ment in business activity has resulted 
from increased government spending. 
Federal deficits have been mounting; 
talk of short-run future spending con- 
tinues to exceed estimates of future 
revenues; talk of tax cuts has vir- 
tually disappeared; official statements 
convey the impression that deficits are 
not considered important. 

“If this interpretation is correct, it 
raises a serious question as to whether 
fiscal responsibility is receiving proper 
consideration,” he commented. 

“The answer to the threat of in- 
flation is not price controls; it lies in 
fiscal responsibility and the elimina- 
tion of continued and mounting de- 
ficits which, although not the sole 
causes of inflation, are certainly basic 
causes. 

“High government expenditures and 
the resulting high levels of taxation 
discourage private investment and tend 
to cause a shift of the factors of pro- 
duction from the hands of private in- 
dividuals and organizations into the 
hands of government. Less federal 
spending and correspondingly lower 
taxes are needed for the well-being of 
our economic system.” 


Union Trust Life Of Wis. 


Floats Public Stock Issue 


Union Trust Life of Milwaukee has 
filed for registration with Securities & 
Exchange Commission a public offer- 
ing of 300,000 shares of common stock. 
The underwriter is H. M. Byllesby & 
Co. and Straus, Blosser & McDowell. 


Three National (Vt.) Agencies Move 
Three National Life of Vermont 
general agencies have moved to new 
quarters. The Rich agency at New 
York has moved to 30 E. 42nd St. The 
Huston Agency at Milwaukee is now 
in the Prospect Building, 2266 N. Pros- 
pect Ave. The Rubin Agency at Hous- 
ton has moved to the Central Na- 
tional Bank Building, 2100 Travis. 
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L.A. Chamber To Hold 
Insurance Career Day 


Students from 17 Los Angeles area 
junior colleges will participate in an 
Insurance Career Day program Nov. 7 
under sponsorship of the life and gen- 
eral insurance committees of Los An- 
geles Chamber of Commerce. Plans 
include visits by small student groups 
to branch and home offices in the city. 

B. Franklin Knapp, Fresno, past 
president California Assn. of Insur- 
ance Agents, will present a talk en- 
titled “It’s What’s Inside That Counts.” 

The program was organized by a 
planning committee comprised of the 
following Los Angeles insurance exec- 
utives: John G. Miller, Transit Casu- 
alty; Robert A. Brown Jr., Pacific Mu- 
tual Life, president Life Underwriters 
Assn. of Los Angeles; Stephen R. 
Dach, Cohn, Dach & Howard, presi- 
dent Insurance Assn. of Los Angeles; 
Robert Degner, Kuhrts, Cox & Brand- 
er, Insurance Brokers Society of 
Southern California; Charles A. Lutz 
Jr, American International Under- 
writers. 

Also, Muriel Hively, Insurance Assn. 
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Mrs. Miles Joins LIA 
As Research Assistant 


Mrs. Afton O. Miles, formerly a re- | 
search assistant with the Tax Founda- | 


tion in New York 
City, has joined 
the staff of Life 
Insurance Assn. of 
America as ad- 
ministrative assis- 
tant in the actuar- 
ial department, 
dealing _initially 
with health insur- 
ance matters. 

Before going 
with the Tax 
Foundation in 
1957, Mrs. Miles 
was a research analyst for the Eastern 
Conference of Teamsters in Washing- 
ton, D. C. 


Afton O. Miles 





of Los Angeles; Herman J. Schroeder, 
Van Norman & Morrison, chairman 
Insurance Assn. of Los Angeles Cham- 
ber of Commerce Committee, and Jo- 
seph T. Silveira, southern California 
manager Pacific Fire Rating Bureau. 








LOOK WHAT 


Life and 


Casual 


JUST RANG UP!” 


$2.000,000.000.00 





It took 50 years to reach our first 
billion life insurance in force. Now, 
just 8 years later, we've reached 


our second. Fast-growing 


company, wouldn't you say? 
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/ COMMISSIONS ADD UP! 


| GRAVENGAARD BUSINESS INSURANCE 
TEXTBOOKS AND BROCHURES 


How TO 
PRESERVE, 
YOURE 
pROPRIETORS 


























* EFFICIENT 
NEW SIZE! 


* EXCITING * ENTICING 
NEW PICTURES! NEW COLORS! 


First Major Change in Years! Ready now to help make Business 
Insurance sales “come easy”, the world famous Gravengaard Busi- 
ness Insurance Textbooks and Brochures have been given a com- 
plete “change of face” . . . so that every possible emphasis might 
be given to the forceful, marching words of selling wisdom so 
skillfully put to paper by Mr. Gravengaard to reflect present-day 
sales situations. 

The Four Illustrated Brochures for visual selling now open like an 
easel, with binding running across the widest dimension, for more 
efficient table or desk-top presentation. The pictures, type and 
colors are all new, and they are printed on a fine grade of white 
enamel paper, with modern, two-color chrome-like covers. For the 
first time, they are also available in plasticized versions for added 
strength and usefulness. Their uses are many: 1. In guiding the 
sales interview. 2. In pre-approach mailings. 3. In paving the way 
for, or supplementing an interview. 4. In quick-reference sales 
work. 5. In agency meetings and clinics. 6. In building prestige 
among Trust Officers, Attorneys, Accountants, etc. 7. In helping 
Companies and Agencies introduce agents to Business Insurance. 
The Four Textbooks have been given a new outward appearance, 
matching the type used on the Brochures. They retain unchanged, 
all of Mr. Gravengaard’s concise, easy-to-understand-and-use text 
material. They cover every phase of the subject and contain the 
new, illustrated summary which dramatizes the dilemma of the 
business when death strikes. Their uses, too, are many: 1. Handy 
reference. 2. Individual study. 3. Group Study. 4. Agency meetings. 
5. Clinics. 6. Company course. 7. Sales Aid. 

Complete your portfolio of protection by recommending business 
insurance to your clients. They need business insurance (statistics 
show that about 60% of American business is still without Business 
Life Insurance). With help from these new, modernized Textbooks 
and Illustrated Selling Brochures by H. P. Gravengaard, it is as 
easy to sell Business Insurance as it is personal insurance . 
and how those commissions add up! 

Sold individually or in sets of 4 Brochures and/or 4 Textbooks, 
imprinted or unimprinted. Write for New Price Schedule today. 
Be the first in your area to benefit from these modern, new 
Textbooks and Illustrated Selling Brochures, by H. P. Gravengaard, 
“the man who started Business Insurance on the way up”. (Over 
600,000 copies of previous editions have been sold!) 
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Security Mutual (N.Y.) 


Boosts Quantity Rates 

Security Mutual Life of New York 
has increased quantity discount scale, 
in some cases as much as an addi- 
tional $1.20 per thousand, applicable 
to any policy except reducing term, 
10-pay endowment at age 80 and sin- 
gle premium. The new scale is retro- 
active in the case of the company’s 
1600 series” policies, and will become 
effective at the first policy anniversary 
on or after Oct. 1. 

Reductions now range from $1 per 


HeNATIONAL UNDERWRITER 


thousand on policies between $5,000 
and $9,999 to $3 per thousand for 
$50,000 and over. For decreasing term 
policies these discounts are from 50 
cents in the $5,000 to $9,999 category 
and $1.50 for $50,000 and above. 

The new quantity discount figures 
were introduced to general agents of 
Security Mutual at a three-day sales 
management conference at Bingham- 
ton. Such subjects as pension and pro- 
fit sharing trusts, estate planning and 
brokerage development were covered 
by eight speakers. Other addresses 
were given by George S. Van Schaick, 


chairman, and Richard E. Pille, pre- 
sident, and Robert M. Best, vice-pre- 


National Security Life 
In Public Stock Offering 


National Security Life of Indiana- 
polis has filed a registration statement 
with the Securities & Exchange Com- 
mission for 73,300 shares of common 
stock, to be offered in a subscription 
to stockholders at $2 on a one-for- 





The other day we did, soon after we asked a 


Junior Actuary this question: 


““How many combinations of policy and rider 
can The Manhattan Life issue as of now? Must be 
an awful lot of ’em. There are 55 policies and 18 
riders, and most every rider can be attached to 
most any policy. Then you’ve got to figure that 
just about everything is issued up to 1,000% 
Mortality, which means, in most cases, twelve 





sub-standard tables, A through FZ. Don’t bother week?” 


about all the ages we issue at or the different 


year-spans of each rider.” 


The Actuary scowled a bit, then stroked his 


chin as he meditated. 


All of a sudden, he started manipulating keys 
on an ultra modern, if small, computing machine. 
Reminded us of a piano virtuoso at the 
ivories. The more keys the Actuary punched, 


THe MANHATTAN LiFe 24 


Home Office: 111 West 57th Street 






of New York, 


New York 19, N. Y. 


the more the machine got agitated, jumping like 
a frog. The figures in the peep holes kept getting 
bigger and bigger. 

Then it happened — FAST. The machine quit 
cold; the light went out. 

Our Actuary looked perplexed. ““Must have 
blown a fuse! Too many combinations for this 
small machine to handle,” he muttered. “The big 
machine is tied up. How about coming back next 


Sorry, but we couldn’t get the answer by press 
time. Let’s just say this for the moment: The Man 
from Manhattan Life can offer you a big range of 
sales-closing combinations. With few exceptions, 
the underwriting goes to 1,000% Mortality, 
which means a lot when you have a “tough one.” 
Call The Man from Manhattan and tell him 
your problems. 

Over $1,500,000,000 of Insurance in Force 


INSURANCE COMPANY 
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Three Are Promoted 
By Southwestern Life 


Southwestern Life has promoty 
W. Dawson Sterling to vice-presiden 
and secretary, Albert E. Wood to 2g 
vice-president, administration, ang 
Ralph W. Caruth to assistant secre 
tary. 

Mr. Sterling was formerly secre. 
tary and will now have enlarged re. 
sponsibilities in the general opera. 
tions of the company. Mr. Wood was 
assistant vice-president in charge of 
the group insurance services division, 
and Mr. Caruth, who was supervisor 
of the group services division, sy. 
ceeds Mr. Wood as head of the qj. 
vision. 


Indiana Legal Reserve 


Companies Elect Karrmann 


Edward M. Karrmann, senior vice. 
president, treasurer and controller of 
American United 
Life, has been 
named president 
of Assn. of Indiana 
Legal Reserve Life 
Insurance Compa- 
nies. 

Other officers 
elected at the as- 
sociation’s annual 
meeting were Jo- 
seph I. Cummings, 
president Empire 

E. M. Karrmann Life & Accident, 

1st vice-president; 
John Wilkins, president Citizens Na- 
tional Life, 2nd vice-president, and 
Hiram D. Keehn, secretary and gener- 
al counsel State Life of Indianapolis, 
secretary-treasurer. 

Jack J. Rosebrough, general man- 
ager Hoosier Farm Bureau Life, was 
named state vice-president to Ameri- 
can Life Convention. 


Insurer Sponsors Movie 


On Little Boys Baseball 


Interstate Life & Accident is the 
sponsor of a motion picture about Lit- 
tle Boys Baseball Inc., a group which 
organizes leagues for eight to 12 year 
olds. H. Clay Johnson, president of 
Interstate, is a narrator of the picture, 
and Charles W. Reep, public relations 
and advertising director, wrote the 
screenplay. A highlight is the appear- 
ance of Robert Feller, former Cleve- 
land Indian pitcher. The film, entitled 
“Junior, Go Home!” will be shown 
to civic, church and P.T.A. groups in 
the southeast. 





Chicago General Agency Moves 

Gore-Youngberg-Carlson, Chicago 
general agency, has moved its offices 
to the newly constructed La Salle- 
Jackson building at 111 West Jackson 
Boulevard. 


a Service Guide | 


ACS 
Actuarial Computing 


Service, Inc. 
“Specializing in Computer Applications 
for the Insurance Industry” 


1389 PEACHTREE ST., N.E._ ATLANTA 9, GEORGIA 
TR. 5-6727 




















CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


20 N. LaSalle St. Chicago 2, III. 
Fi-a-c’a! $-9792 
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Views Rapid Growth Of Life Business 


Though the average amount of life 
insurance per family has risen from 
$6,600 to $10,200 in the last 10 years, 
this represents only about 20 months 
of average family income, W. D. 
Grant, president Business Men’s As- 
surance, told Financial Analysts So- 
ciety of San Francisco at its monthly 

ing. 

= eid that the life business has 
been growing at about twice the rate 
of the economy and eight times as 
fast as the population. Life in force 
at the end of 1960 was $618 billion, 
60% more than five years ago. At the 
same time, the gross national product 
increased 27% to $503 billion. 

Factors stimulating growth were 
mortgage protections through in- 
creased ownership, the rising propor- 
tion of dependents due to greater 
numbers of old and young people, and 
the inflationary trend which has 
caused augmentation of family insur- 
ance programs to keep the amount of 
life protection at proper levels. 

Mr. Grant reported that, notwith- 
standing increased savings _ rate 
among other savings institutions, the 
life business owns 30% of accumula- 
ted long term individual savings and 
26% of current savings. During the 
first half of 1961, American families 
purchased $38.8 billion of ordinary, 


Walker Named Manager 


Of Cosmopolitan Life 

Ralph J. Walker has been named 
general manager of Cosmopolitan Life, 
a newly formed 
life affiliate of 
Cosmopolitan of 
Chicago. He had 
been a manage- 
ment consultant in 
the marketing, 
actuarial and ad- 
ministration fields 
since 1960. 

Mr. Walker 
started his busi- 
ness career with 
Aetna Life in 1934. 
In 1948, he became 
vice-president, group, Pacific Mutual 
Life. Later he was given responsibility 
for the agency department. 

He is a fellow of Society of Actuaries 
and a past chairman of Health Insur- 
ance Council. He was one of two life 
representatives on President Truman’s 
Health Advisory Council. 


Bradford & Co. Syndicate 


Buys Two Life Insurers 
(CONTINUED FROM PAGE 1) 

but Old Line Life has reached $110 

bid recently. In the proxy fight two 

years ago, the price was $80. 

J. C. Bradford, head of Bradford & 
Co., was chairman of Life & Casualty 
from 1934 to 1951. 

Old Line Life ended 1960 with $243 
million in force and assets of $66.6 
million. A statement announcing the 
sale of control from President Forrest 
D. Guynn of Old Line says, “Under 
the new controlling interest, the com- 
pany will immediately embark upon a 
Program of vigorous expansion.” 








Ralph J. Walker 


Akron Agents Elect 

Akron (0.) Life Underwriters Assn. 
has elected William J. Miller, John 
Hancock, president; Robert F. Thomp- 
son, Lincoln National Life, executive 
vice-president; David F. Good, Pru- 
dential, vice-president, and James Ad- 
dison Jr., Connecticut General Life, se- 
cretary-treasurer. 


group and industrial life, about 10% 
over the same period last year. This 
exceeded the entire amount of new 
business purchased during 1953. 

A marked drop in the number and 
proportion of families in the lower 
income scale, and a corresponding rise 
in the middle and upper income 
groups, have effected a dramatic 
change in the nation’s personal in- 
come structure, Mr. Grant observed. 
Also affecting the life market are pop- 


ulation trends. Census bureau figures 
predict a 46% increase in the 15 to 
19 age group this decade and a 53% 
increase in the 20 to 24 age group. 
Stock life companies increased their 
share of the business from 30% to 39% 
in the last ten years, due in part to 
the many new companies formed dur- 
ing that period. Mr. Grant said that 
while many persons had believed the 
income tax act of 1959 would be a 
competitive disadvantage for stock 
life companies, ther had been a 
quickening of interest on a broader 
basis in life stocks beginning about a 
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year ago. 
Investments of life companies earned 
a higher net rate of interest before 
taxes in 1960 than any other year in 
the past quarter century. The net 
earnings rate for 1960 was 4.11% com- 
pared with 3.96% in 1959. Improved 
mortality may result from the adop- 
tion by many companies of the newer 
1958 commissioners standard ordinary 
table of mortality for rates and re- 
serves, Mr. Grant noted. He suggested 
that economies in home office opera- 
tion and the installation of electronic 
equipment have also been helpful. 





Life & Non-Can Sickness & Accident Package! 


... newest sales builder in the business! 
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NOW...a new “packaged series” of non-cancellable, guaranteed renewable income replacement policies 


SECURITY MUTUAL DESIGNED to sell to SMALL BUSINESSMEN, 
BUSINESS and PROFESSIONAL WOMEN, FARMER 


PARTNERSHIPS, KEYMEN, 


S! Take a good look at these business-building 


features: 1-WAIVER OF PREMIUM while your insured is totally disabled, even beyond his benefit 
period; 2—DIVIDENDS to reduce premiums, to accumulate at interest, or in cash; 3—OPTIONAL 
PARTIAL DISABILITY for S & A male risks; 4-NEW PROSPECT PROBABILITIES with coverage 
now extended to the vast female market of business and professional women, and also to farmers; 5— 
EASY-TO-READ, UNDERSTANDABLE FORMAT featuring a fill-in schedule that eliminates riders. 

Five policies are featured in this new “packaged program”: three S& A, two Accident-Only. Here you have 
the kind of income protection needed by today’s small businessmen ... partnerships... keymen... profes. 
sional men... business and professional women... farmers! Here you have coverage and flexibility backed 
by the recognized quality and prestige of Security Mutual! Check on this most-sellable insurance package 
in years—then contact your Security Mutual man—he’s a good man to know! 


SECURITY MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


Richard E. Pille, President. =3 


Robert M. Best, C.L.U. 
Vice President—Agencies. 








81EXCHANGE STREET, 


your security our mutual responsibility 


BINGHAMTON, NEW YORK 
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Klicka Discusses Progressive Patient Care 


(CONTINUED FROM PAGE 2) 

to assure uniformly high standards of 
attention where it is most needed. 

Because these special duty nurses 
are maintained by the hospital, the 
cost of treatment during the period 
when the patient is undergoing inten- 
sive therapy is greater than formerly— 
a difference of about $14 a day, in fact. 
As the patient progresses to floor care 
and finally self care, the cost of treat- 
ment is correspondingly lower. This 





LOOKING FOR A MEMORABLE CONVENTION SITE? LOOK TO 
CANADIAN PACIFIC HOTELS FOR THE FINEST FACILITIES! 


Get more done, have more fun at CANADIAN PACIFIC hotels 
--- located all across Canada. For information and reserva- 
tions write: Convention Traffic Department, Canadian Pa- 
cific Railway Company, Windsor Station, Montreal, Québec. 


| 
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THE ROYAL YORK, Toronto, Ontario. The largest and most 
luxurious hotel in Canada. There’s a new 400-room wing, bring- 
ing the total to 1,600 rooms. And every one has radio and TV! 
Convention facilities include: the new Canadian Room accom- 
modating 2,200. Seating capacity 7,500 in public rooms. New 
lounges, dining rooms. Serving capacity of 10,000 at any one 
mealtime! Complete public address systems—35 and 16mm pro- 
jector equipment. 400-car garage with registration facilities, and 
connecting overpass to hotel. The Royal York is located in the 
heart of metropolitan Toronto—just one night away from key 
U.S. cities! Open year-round. 
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CHATEAU FRONTENAC, Québec. World-famous hotel overlook- 
ing colorful Québec and the mighty St. Lawrence. Convention 
features: 660 rooms, meeting and exhibition rooms. private din- 
ing rooms, sound projectors. Superb food. thoughtful service. For 
after-convention hours: snow sports, golf, sight-seeing, shopping 
on quaint, winding streets. In French we call it a succés fou! In 
any language: an unforgettable convention! Open year-round. 
DIGBY PINES, Digby, Nova Scotia. Unique fishing town inn. 175 
rooms, 31 cottages. Convention facilities. Golf, fishing, tennis, 
swimming. Superb seafood. Open June 24 to September 3. : 
CORNWALLIS INN, Kentville, Nova Scotia. Set in the peaceful 
orchards of the lush Annapolis Valley. Facilities for 150, ideal 
for small gatherings. Fishing, golf nearby. Open year-round. 


scaling results in a distributed cost 
that averages out to about the same 
as formerly. Dr. Klicka emphasized 
that though the cost remains approx- 
imately the same, the nursing is su- 
perior under the progressive care plan. 


Higher Schedule Of Limits 
The new distribution of costs means 
that if group insurers are to partici- 


pate in such a plan, they must allow a 
higher schedule of limits during the 
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has already agreed to insure progres- 
sive patient care in several Chicago 
hospitals, Dr. Klicka reported. This or- 
ganization has an advantage over 
group insurers, however, because it has 
locally situated offices and can act 
faster. No ‘policy decision’ is neces- 
sary. 

Dr. Klicka stressed that doctors must 
be better educated to the insurance re- 
quirements of such a plan, since they 
are the ones who control its effective- 
ness. There is some indication, he said, 
that the medical profession is becom- 





ALGONQUIN, St. Andrews-by-the-Sea, New Brunswick. Wonder- 
ful Old English atmosphere, fine food and service. Accommodates 
350. For after-meeting hours: golf, swimming, tennis, fishing, 
shuffleboard, sailing. Open June 10 to September 7. 


ROYAL ALEXANDRA, Winnipeg, Manitoba. 450 well-furnished 
rooms. Dining room, coffee shop. Selkirk Lounge. Many conven- 
tion facilities. Open year-round. 


THE SASKATCHEWAN, Regina, Sask. 270 rooms with radio, 
some with TV. Comfortable accommodations. Good food and 
service. Ranch dining room, coffee shop. Open year-round. 


THE PALLISER, Calgary, Alberta. 487 rooms. Radio, TV avail- 
able. Dining room, coffee shop. Range Room, Penthouse Lounge. 
Centrally located. Open year-round. 





BANFF SPRINGS, Banff, Alberta. Baronial retreat mile-high in 
the Canadian Rockies. Spectacular view of snow-capped peaks, 
sunny mountain trails. 600 rooms, every convention facility. 
Cocktail lounges. For fun: swimming, shuffleboard, riding, golf, 
dancing. Scenic tours. Planned entertainment. Open May 26 to 
September 15. 


CHATEAU LAKE Louise, Lake Louise, Alberta. Just 40 miles 
west of Banff. A majestic mountain retreat and world-famous 
resort. Every window reflects the calm and might of ageless peaks. 
400 rooms. Adequate convention facilities. Cocktail Lounge. All 
Alpine sports. Boating, riding, swimming, dancing, concerts 
nightly. Open June 12 to September 4. 





EMPRESS HOTEL, Victoria, B. C. Located on Vancouver Island, 
evergreen playspot of the Pacific Northwest Coast. 570 rooms. 
Meeting, exhibition, private dining rooms. Coronet Lounge. For 
relaxation: hunting, golf, riding, fishing, swimming in famous 
Crystal Gardens. Mild climate. Open year-round. 
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days of intensive therapy. Blue Cross ing aware of its responsibilities in thj 


regard. Blue Cross ‘looks askance’ » 
the discharge of a patient direct, 
from intensive therapy to home cay 
If a patient is well enough to be dj. 
charged on Tuesday, one can logi 
ask, why wasn’t he moved to less g. 
pensive care on Friday or Sat ’ 
Blue Cross has also refused to pay fy 
the admission of patients to self Care 
Dr. Klicka reported. 

He urged that those interested jy 
progressive patient care are fightj 
socialization of medicine, and sugges. 
ed that it would therefore be in th 
best interests of group insurers to sup- 
port this development. When a nece. 
sary product becomes to expensive, he 
pointed out, the government is going 
to take it over. 


Urges ‘All Enclusive’ Rate 


In a postscript to his remarks, D; 
Klicka urged an ‘all-inclusive’ rate jy 
group medical care plans. He observe 
that when rates are pre-set—$35 for 
the first 10 days, $21 for the next 10, 
and so on—there is a danger that the 
quality of the care may gear itself to 
the contract, rather than the othe 
way around. Also, charges have 4l- 
ready been fractionized so that hos- 
pitals could add to a highly complex 
charging schedules. Such procedures 
as including intensive therapy under 
a separate benefit plan make the pro- 
gressive care program too unwieldy, 
he believes. 

He closed with a plea to group in- 
surers to examine their motives in pro- 
viding coverage. If the responsibility 
is recognized—as he feels it is in group 
insurance—to provide the best service 
as inexpensively as possibly, the busi- 
ness must take this new development 
into consideration. 


Thacher Stresses Need To 


Adopt Insurance Ethics 
(CONTINUED FROM PAGE 2) 
than devising a procedure for avoid- 
ing corporate conflicts of interest, Mr. 
Thacher said. Both are needed, for in- 
surers are fiduciaries. Inability on the 
part of any insurer to demonstrate its 
observance of ethical standards could 
undercut as sharply as proof of inten- 
tional wrongdoing, public confidence 
in the integrity of insurance in gen- 
eral. It is therefore important that 
management of each insurer main- 
tain such controls over its activities 
as will root out the possibility of prac- 
tices incompatible with fairness to pol- 
icyholders or contrary to public in- 
terest, Mr. Thacher concluded. 


Bankers National Life has declared 
a 7%% stock dividend payable Oct. 
26 to stock of record Sept. 26. 





MANAGEMENT 
aCONSULTANTS 











O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











E. R. Flitcraft, Director 


Insurance Division—Special Services 


° PROFIT COUNSELORS, INC. 


LD 120 S. LaSalle St., Chicago 3, Ill. 


355 Lexington Ave., New York 17, &. Y. 
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; in di Mi h S F, il T D li E. t dS l on getting from one place to another. 
net] Vending Machines fail fo Deliver NPCClEA SAUES “one test ot the sale of trip accident 
direct) cover at a terminal was conducted re- 
ne cap es — 7 s of several coins into a vending ma- idea of pulling a handle for their in- cently by a company which installed 
be dis. put no more wl “9 _ orize ; €r- chine. Men, who are more prone to the machine may lose its ability to an insurance booth inside the subway 
logically eral recently installed at a ny buy trip insurance than women, are “sell” them. turnstiles beneath Grand Central Sta- 
less ey. portation spots, such as = me OS less likely to carry large amounts of In addition, the mood of people trav- tion. The booth was established in a 
turday? and motels, have been ordered re- change with them. The absence of the eling is not conducive to the purchase well-lit location where there was a 
Day fy moved. fi correct change, though it may seem a_ of protection against harrowing events, constant heavy crossflow of traffic. It 
If ¢ The sales manager of a firm manu- smajj obstacle, can undo the immedi- except at an airlines terminal where was staffed by two attractive young 
% facturing mechanical registers, which ate sales impact of the machine. the anxiety often associated with air ladies. At this location, through which 
sted i, 22 be adapted to handle travel yl Statistics, though sketchy so far, in- travel acts as a motivating factor. The thousands of people passed each day, 
fighting § cies 9 continuous form, expressed his gqicate that immediate sales impact land traveler, unless he has allowed sales were reported as ranging be- 
sugges. § firm’s reluctance to attach its — may be the chief impact that the ma- plenty of spare time is concentrating tween 22 and 25 policies a day. After a 
in the | '0 current devices that operate the re- chine has. People are attracted by the surance because it is novel. Thereafter few weeks, the idea was abandoned. 
tos jease mechanism with coins. These 
4 coin devices frequently break down, 
ive he said, with all the attendant diffi- 
5 20 culties of service, repair, and customer 
me annoyance. One device on the market 
that apparently stands up under use is 
said to be impractical because of high 
ks, Dr ~ Tennessee attorney general re- 
Tate inf cently ruled that the continued instal- 
served F iation of vending machines is illegal, 
535. for on grounds that insurance is not a 
ext 1, } commodity. However, machines in * 
iat the f use may be continued. On the other 
Self to hand, Missouri, typical of states which : . re 
other J go not have a strong agents’ qualifica- s im 
ve al- f tion law, will issue a license to any- 
t hos. one of good character. The state con- Ww 
mplex | corns itself only with policy language K. By 
edures and the wording of advertisements 
une printed on the machines. 7s 
© pro- | “ Reports of experience with vending tf 
vieldy, | machines so far are scattered and var- a 
. ied. The original promoter of one type 
ip - | of machine needs new capital to keep 
1 pro- | the enterprise going. Another invested aad, 
ibility $250,000 and is selling his interest in E Mae 
SToup | the machines because they “looked : ’ 
eTvice | good on paper” but did not produce ' HHT 
busi- adequate income without a distribu- : HE : 
ment | tion of the machines too large to fi- | rrr oe 
nance. Carolina Casualty, reported in - ee 
the New York Times as writing trip 
O insurance through coin receptacles at- p A N A M F R | ( A N LI FE 
tached to telephones, has discontinued = 
the operation because of disappointing om — 
sales. : 
= When these people do buy trip in- 
Mr, | surance it is liable to be for an ac- TT 
or count that would require the insertion | 
- Royal Neighbors Sponsors Work 1 
ould | On Aid To Hearing Handicapped I WW MM / Vii pd 
iten- Royal Neighbors, to further its proj- - | 
ence | ect of aid to the hearing handicapped, — e 
gen- | has joined with American Hearing So- MMMM, 
that | ciety and Public Affairs Pamphlets, a | NIA 
ain- | non-profit organization, in publishing + 1 - 
ities | a pamphlet “You and Your Hearing,” + | f 2 ; ( 
rac- | written by Dr. Norton Canfield of Yale + | Fifty years of service to our fellow Americans brought to you 
pol- University, an authority in the fields — §f »........... al i by what we believe to be the most outstanding salesmen in the industry. Be 
i | of speech and hearing. The pamphlet, your insurance needs individual or business, your friendly Pan-American 
which tells all about hearing handicaps | 9 | | - | 9 6 | representative can serve you best. Call him with confidence, for the best in 
im a manner interesting to the lay- : . 
ared | man, also tells where afflicted persons insurance and service. 
Oct. | and their families can get help and 
counsel. It is available free of charge 4 [ C 
w anyone who writes to Royal Nese. LAN-American Life Insurance Company 
bors of America, Rock Island, Ill. NEW ORLEANS, U.S.A. ° A MUTUAL COMPANY 
— ao omg pow — Offices in the Following Cities to Serve You 
25,000 copies of the pamphlet. The re- dient it ‘iii eeeree a ae Sores Ridgeland, South Caroli a ten a 
i H $ $ ‘ irmingnam, abam. olumbDus, 1 Jackson, 1SS1SS1 1 lageiand, u arolina ‘ota, Colombia 
al owe = eee ee ve — Florence, Alabama ‘ Waycross, Georgia Clayton (St. Louis), Missouri Chattanooga, Tennessee Barranquilla, 
| 7 u : Pi ets Gadsden, Alabama Chicago, Illinois _ Kansas City, Missouri Memphis, Tennessee Colombia 
cee lt of subeeiters § Mots, Altes Fort Wayne, Indiona Teoma: Mee sieooe hie ta one 
i uscaloosa, a 1) » 4ndlan. re : ew llene, 
coe oruies educ ators, members of Phoenix, Arizona Indianapolis, Indiana Raleigh, North Caniion Amarillo, Texas Cali, Colombia ¢ 
medical profession, and other com- Blytheville, Arkansas Muncie, Indiana Athens, Ohio Austin, Texas Ibagué, Colombia 
munity leaders. Credit for sponsorship Fs yt Arkansas Fe tag Kansas pe mars Oe Reeieet, bong | Tiasienien, Colvenbin 
; ; ; arvell, ArKansas annattan, ansas incinnatl, 10 orpus ristl, Lexas ellin, Colombia 
4 — gpl yr — a the Denver, Colorado : Wichita, Kansas Cleveland, Ohio Dallas, Texas Guayaquil, Ecuador 
» Ft. Lauderdale, Florida Hopkinsville, Kentucky Columbus, Ohio El Paso, Texas Quito, Ecuador 
and the company is also cited as one of Jacksonville, Florida Lexington, Kentucky Lima, Ohio Fort Worth, Texas San Salvador, 
— the fraternal and service organiza- Lakeland, Florida Louisville, Kentucky Newark, Ohio Houston, Texas El Salvador 
tions which has given outstan ding vol- ‘come , Florida Alexandria, Louisiana Toledo, Ohio , Lubbock, Texas Guatemala City, 
a iami, Florida Baton Rouge, Louisiana Zanesville, Ohio Odessa, Texas Guatemala 
e Uunteer assistance to the hearing han- Miami Shores, Florida Lafayette, Louisiana Oklahoma City, Oklahoma San Antonio, Texas Tegucigalpa, Honduras 
dicapped. Orlando, Florida Lake Charles, Louisiana Tulsa, Oklahoma Shiner, Texas Managua, Nicaragua 
. Pensacola, Florida Monroe, Louisiana Indiana, Pennsylvania Tyler, Texas Panama, 
t me tte" inn. tmabictaneas. tanta cannon: Reenetlles 
° mpa, 7 . " % 
it! | yarbert C. Bernard, Redford, Mich., Went'Balm Beach, Florida  Strevoreay aauisiana Philadelphia, Pennsylvania Elkins, West Virginia Ciudad Trujillo, 
op producing agent during Au- Atlanta, Georgia Annapolis, Maryland Pittsburgh, Pennsylvania Nitro, West Virginia Rep. Dominicana 
: gust for Michigan Life. Augusta, Georgia Silver Spring, Maryland Florence, South Carolina Parkersburg, West Virginia Caracas, Venezuela 








XUM 








40 


HteNATIONAL UNDERWRITER 


Editorial Comment 


Hammer The Replacers On All Fronts 


Despite the temptation to favor this, 
that or the other method as the one 
best way of fighting the replacement 
evil, we believe that until and unless 
some one type of remedy emerges as 
indisputably the best and most ef- 
fective, the life insurance industry 
and the insurance departments should 
hit at wrong replacements with every 
weapon that seems to have a rea- 
sonable chance of bettering the situa- 
tion. 

There are those who would concen- 
trate on educating the public and 
would drop all other measures as fu- 
tile. Others could doubtless be found 
who regard public education as im- 
possibly slow, and discouragingly dif- 
ficult to get any appreciable part of 
the industry to cooperate in, regard- 
less of brave talk at the start. 

But it seems clear that the problem 

is so bad and so widespread that noth- 
ing short of hitting the replacers on all 
fronts is going to have very much ef- 
fect. Educating the public is fine. It 
should be undertaken with all speed. 
But to rely on education to do the job 
by itself is about like saying that there 
is no need for laws against swindlers, 
since the best protection against con 
men is a public that is wise to their 
ways. Yet in spite of all that has 
been written about confidence men 
and their methods of operating, their 
annual take is discouragingly large 
_and doesn’t seem to be getting lower 
as people presumably become more 
sophisticated. There is still need for 
laws against swindling and for the 
prosecution of swindlers—and there 
is just as great a need for laws and 
regulations against life insurance 
agents who irresponsibly or deliber- 
ately advise replacements that are 
against the insured’s best interest. 

Harold W. Baird, superintendent of 
agencies of Northwestern Mutual Life 
and a former president of New York 
State Assn. of Life Underwriters, said 
at the meeting of the state law and 
legislation committee of NALU at the 
recent Denver convention that most of 


the replacing seems to be done by a 
relatively small number of replace- 
ment specialists. These agents make 
practically no other kind of sale. If 
they can be smoked out so they are 
known for what they are, and their 
sales patterns scrutinized, it should be 
possible to analyze their individual 
cases and determine whether their re- 
placements can be justified or not. 
Probably quite a few of their sales 
would fall in the border area where it 
would be impossible to prove them 
either detrimental or beneficial to the 
buyer. But it seems likely—especially 
if the burden of proof is put on the 
replacing agent—that so many cases 
would turn up where no _ benefit, 
and probably a clear detriment, could 
be proved that the replacer could be 
put out of business or at least forced 
to mend his wicked ways. 

Another advantage to this course is 
that where a detriment to buyers 
could be clearly shown, disgruntled 
victims would be strongly impelled to 
demand restitution from the agent, 
and perhaps from his company, and if 
they failed to get satisfaction, insti- 
tute law suits. The fear of being sued 
should be a very effective deterrent 
to any but the most reckless twisters. 
It should be particularly potent with 
replacers who really don’t mean to 
defraud their prospects but who ac- 
tually don’t know enough about the 
figures they are using to be sure that 
what they are proposing is really in 
the policyholder’s interest. It would be 
so much trouble for such an agent to 
educate himself to the point of know- 
ing whether a_ given replacement 
would really be in the insured’s in- 
terest that he would very likely con- 
clude he’d rather give up being a re- 
placement specialist than risk the time 
and money loss that a suit could bring 
him. 

So the anti-replacer fight should go 
forward on all fronts, and with every 
available weapon. The more educated 
and sophisticated the public is, as re- 
spects life insurance, the harder will 


it be for the replacer to make sales 
based on gullibility and thoughtless 
ness. The better prepared the insur- 
ance departments are with laws and 
regulations, the oftener the replacer 
can be shown to be giving faulty ad- 
vice and thereby laying himself open 
to law suits. The tougher the com- 
panies are in moving against replacers 
among their own agents and forcing 
them to justify their replacements, the 
less incentive will there be for agents 
to continue being “career replacers,” 
despite the lure of easy money.— 
R.B.M. 





Personals 


Harry J. McCallion, associate gen- 
eral counsel of New York Life, par- 
ticipated in a conference on the ad- 
ministration of justice in the federal 
courts at Whiteface Inn, N. Y. Su- 
preme Court Justice Harlan and U. S. 
Attorney-general Kennedy presided. 


Mrs. Philip T. Collins, whose hus- 
band is with National Life of Ver- 
mont at Worcester, Mass., has been 
named guidance director of the Graf- 
ton, Mass., school district. She has an 
M.A. in guidance from Columbia 
University. 


Solomon Huber, general agent for 
Mutual Benefit Life at New York, and 
Mrs. Huber are in England on a short 
vacation. They will visit friends in 
Essex, Sussex and Surrey, and will 
spend a weekend with Magistrate 
William G. Ball and his family at 
Alston, Cumberland. 


Roman H. Weide, assistant director 
of advanced underwriting Minnesota 
Mutual Life, has been appointed a 
member of the Minnesota state ad- 
visory committee on gift and inheri- 
tance tax regulations. The appoint- 
ment was made by Gov. Elmer L. 
Anderson. 


Horace W. Brower, president Oc- 
cidental Life of California, has left for 
a six-week trip through Hawaii and 
the Far East to consult with company 
representatives. He will be accompa- 
nied by Earl Clark, vice-president in 
charge of agencies. The two will par- 
ticipate in honoring top producers of 
Occidental’s Hawaiian agency, Occi- 
dental Underwriters of Hawaii, and 
will hold agency discussions with Lar- 
ry T. Kagawa, president of the Ha- 
waiian agency. 
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Deaths 


RAY E. BUTTON, 63, vice-presidey 
in the reinsurance division of Repub 
National Life, died of a heart attag 
after an extended illness. He began }j, 
insurance career with Peoria Life j 
1917. When Peoria Life merged wif 
Alliance Life, he became reinsurany 
director of the latter company, 4) 
liance Life merged with Republic Ny. 
tional Life in 1949, and Mr. Butty 
was named vice-president in charg 
of reinsurance. Since then he had ¢gp. 
tinued actively in field work in th 
reinsurance division, and as a directy 
He was a past publicity director g 
Institute of Home Office Underwrite; 


HOWARD THIEL, 57, associate cop. 
troller of Metropolitan Life, died at }is 
summer home at Henryville, Pa. 


ARTHUR M. BREMER, 50, exec. 
tive vice-president of Ostheimer & (Co, 
Philadelphia employe benefit plan cop. 
sultants and actuaries, died at his hom 
in Gladwyne, Pa. He joined the firm ip 
1947 and before that was with Manv. 
facturers Life and John Hancock. 








Stocks 


By H. W. Cornelius of Bacon, Whipple & (Co, 
135 S. LaSalle Street, Chicago, Oct 10, 1961 



























Bid Asked 

$ $ 
I II ices ssiveses Sencidarwisscerccensnsi 135139 
American General ... 71% 
Beneficial Standard 46 414 
Business Men’s Assurance ........ 84 87 
Cal.-Western States  .... 98 102 
Commonwealth Life ..... 49 51 
Connecticut General ........ 295 = 300 
Continental Assurance 179 =: 183 
Franklin Life. ............... 123. 125 
Great Southern Life .............000 lll = 15 
Gulf Life 34% 354 
Jefferson Standard  .......cccccee 874%. 89 
Liberty National Life ..........000...... 90 92 
Life & Casualty oo... eee 27% 2B 
f . aaa 11316 
Lincoln National Life .................... 159 = 163 
po Re 198 203 
North American, III]. ..........00.00 25% 26% 
Ohio State Life 20... 53 56 
Old Line Life ...0...........cccscscessseeseees 90 = Bid 
Old Republic Life... 25 264 
Republic National Life ................ 15 8 
Southland Life occ: 155 = 162 
Southwestern Life  ........ccccce 109—s «14 
Travelers 153157 
United, Ill. 59 61 
U. S. Life 76 8 
Washington National ............... 63 66 
Wisconsin National Life ............ 46~=séBid 


San Antonio Agents Hear 
Gore On Sales Motivation 


San Antonio Assn. of Life Under- 
writers at a recent meeting heard 
William O. Gore, agency field super- 
visor Girard Life of Dallas, discuss 
sales motivation. He described four 
aspects of life insurance—family pro- 
tection, preservation of human life 
values, property, and security against 
old age. 

Norman M. Thomas, Aetna Life, 
explained the objectives of a seminar 
on communism sponsored by Sal 
Antonio Junior Chamber of Com- 
merce. Robert S. Hemmick, Massa- 
chusetts Mutual Life, president of the 
association, pledged association sup- 
port of the seminar. 

Mr. Hemmick presented plaques to 
Forres Wood, Federal Life & Casualty, 
and W. G. Noble, American General 
Life, past presidents of the assocla- 
tion, and to B. A. Lamoureux, Fed- 
Mart Life, past national committee- 


man. 





October 1 


Cc 
Fr 


Interest 
With the | 
stock mar! 
ent gains" 
had been 
scare, the 
points. 
Hartord 
Insurance 
3944, UD 
higher for 
2, Federal 
Northern 
It was 
rumors Of 
235 were 
General 
points. Co 


In the 1 
had been 
8 points, 1 
174 earlie 
at 303 eal 
at 160, up 
bid reache 
letting loc 

Benefici 
51 to 46. 
bid side a 
available. 
in the Car 

Transan 
been trigg 
seeming t 

Great A 
the 11 for 

Intersta 


Capital 
continues 
at June 3( 
Ryan of N 

Buying 
in a mark 
and that i 

Internat 
and 3,300 

Americé 
acquisitior 
one point. 

Laird, E 
perty insu 
to give ser 
semi-annu 
the period 
at the end 
vestment | 

World V 
has filed a 
at $1 per 
15% sellir 
by the me 

The Con 
ty Insurar 
stock mar! 
hurricanes 
above tho: 
surance st 


Pakistar 
Studies 
A genera 
Syed Mans 
a training | 
ducers giv 
agency of 
York City. 
the Pakiste 
Matters an 
wich Unior 
He came t 
pant in th 
gram. 











14, } 


Presiden 
Republi 





October 14, 1961 


Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Interest shifted among insurance stocks last week to the fire-casualty list. 
With the hurricane story for 1961 totted up and with a brighter aspect to the 
stock market, buyers took a new look at the property insurers and some excell- 
ent gains were recorded. Fireman’s Fund recovered to the point at which there 
had been a secondary share offering of 50,000 shares prior to the Carla-Esther 
scare, the offering price on Friday being 65. The gain for the week was 3% 


ints. 

Pe tord Fire added 2% points to its 64% gain of the previous week. Boston 
Insurance at one stage during the week was 41% bid and closed Friday at 
3914, up 3. U.S.F.&G. was aggressively accumulated and at 68 bid was 3% 
higher for the week. Other plus signs included Aetna Fire 2, Employers Group 
2, Federal 134, Hanover 2%, Home 1%, National Union 2, New Hampshire 1, 
Northern 114, Phoenix 2 and Reliance 1. 

It was a matter of all buyers in General America Corp. accompanied by 
rumors of something good in the offing. Offerings were scarce and bids of 
235 were 15 points higher than the week before. 

General Reinsurance was down for a change. At 162 bid it was off 3 
points. Continental Casualty was lower. 


In the life list, profit taking at the end of the week affected the majors that 
had been scoring such sensational advances. Aetna Life for the week was off 
8 points, Travelers was unchanged for the week at 162, after having been up to 
174 earlier. Connecticut General at 294 was up 12 for the week but had sold 
at 303 earlier. Lincoln National, however, didn’t waver and closed the week 
at 160, up 9. There was a scramble to buy Northwestern National Life and the 
bid reached 145. Strong bidding continued for Old Line Life, but owners weren’t 
letting loose. The bid was 90, up 10. 

Beneficial Standard Life couldn’t hold its sharp gains and dropped from 
51 to 46. Gulf Life was 1% lower. Standard Life of Indiana was all on the 
bid side at 80, up 5. Jefferson National Life was also wanted, with no stock 
available. American General gained back the rest of the 10 points that it lost 
in the Carla spasm and closed at 72% bid, 3 points better. 

Transamerica had a good week, up better than 4 points. This might have 
been triggered by the prior advance in the Trav-AEL-CGL-LNL group, thus 
seeming to put TA behind the market. 

Great Amercian Life Underwriters recovered just about all it lost following 
the 11 for one split. At 180 bid it was up 20 points from the post-split low. 

Interstate Life & Accident was up better than a point at 13 bid. 


ol 0 fees 

Capital Shares, the new mutual fund largely invested in insurance stocks, 
continues to enjoy a meteoric growth. At Jan. 1 its assets were $214 million, 
at June 30 they were $15 million and presently they are $40 million. Harold 
Ryan of Nyack presides there and is making a big impact. 

Buying interest has been developing in Ohio Casualty. This has long been 
in a market rut despite the fact that its underwriting results are outstanding 
and that it has entered the life insurance field. 

International Holdings Corp. added as new investments 2,500 Aetna Life 
and 3,300 Travelers. 

American States was quoted 2614 bid in Indianapolis following word of the 
acquisition of the business and agency plant of Dubuque F.&M. That was up 
one point. 

Laird, Bissell & Meeds put out a comparison of six month results of pro- 
perty insurers. They observe that in the past it was rare for a fire company 
to give semi-annual results. There was some logic to this reticence, for the two 
semi-annual periods were not comparable. In the first half of the year occurs 
the period of heavy fire losses. In the tabulation are shown liquidating values 
at the end of the first half of 1960 and 1961, adjusted underwriting results, in- 
vestment income, federal tax and net earnings. 

World Wide Reinsurance of Yankton, S. D. (formerly Dakota Reinsurance). 
has filed an SEC registration statement covering 4,800,000 shares to be offered 
at $1 per share. Harold R. Bell & Associates will handle the offering on a 
15% selling commission. There are presently 5,500 shares which are owned 
by the management group. 

The Commercial & Financial Chronicle Oct. 5 has an article “Fire & Casual- 
ty Insurance Stocks in the Hurricane Season.” The course of the insurance 
stock market as it was affected by Carla and Esther is traced. “Despite the 
hurricanes most fire and casualty stocks are now selling at market levels at or 
above those existing at the beginning of September as the bull market in in- 
surance stocks continues,” the author says. 


First Natl. Of Phoenix 


Acquiring So. National 
Preliminary steps for the first of 
several mergers towards a goal of $100 
million of insurance in force have 
been completed by First National 
Life of Phoenix. This is for the ac- 
quisition of Southern National Life of 
San Antonio, a 22-year-old company 
selling ordinary life, endowment, 
H , term and annuities, participating and 
e came to this country as a partici- non-participating plans as well as dis- 
Pant in the cultural exchange pro- ability insurance. 
gram. This is the first time in Arizona’s 








Pakistani General Agent 
Studies U.S. Practices 


A general agent from East Pakistan, 
Syed Mansur of Chittagong, attended 
a training course for agents and pro- 
ducers given at the Dascit general 
agency of United States Life in New 
York City. Mr. Mansur is an adviser to 
the Pakistan legislature on insurance 
Matters and a general agent of Nor- 
wich Union Life of Norwich, England. 


YUM 
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history, it is believed, that an old line 
legal reserve company will have pur- 
chased an out-of-state life company. 

This anticipated merger will bring 
the capital and surplus of the two 
companies to nearly $2 million, and 
the total assets to more than $6 mil- 
lion. Combined insurance in force will 
be approximately $60 million. 

Directors of both companies have 
unanimously endorsed the proposed 
merger, which now awaits only the 
action of the stockholders. First Na- 
tional Life has called a special meet- 
ing for Oct. 31, at the home office. 
Southern National has called its spe- 
cial stockholders’ meeting for the same 
day in San Antonio. 

The Arizona company has been ad- 
mitted in 18 states. Southern National 
has agencies throughout Texas. The 
name will be augmented to read: 
Southern National, Texas division of 
First National Life. 

Thomas E. Greig, Minneapolis, was 
named “Premier Performer” by Mid- 
land Mutual Life during August. The 
designation is conferred each month 
on the agent who turns in the best 
performance record. 
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Magnusson Offers To Be 
Mediator In Dispute At 


Lutheran Brotherhood 

MINNEAPOLIS—Commissioner Cy- 
rus Magnusson of Minnesota has of- 
fered his services as mediator in the 
struggle for control of Lutheran Bro- 
therhood. “There are many points in 
question that can be resolved without 
a special convention,” the commis- 
sioner said. “I think this can be done 
if men of good will want to do it.” 


Seek Special Convention 


An insurgent group is seeking to get 
enough society delegates to sign up 
for a special convention Dec. 5 to oust 
the present administration. At least 
645 signatures are necessary and the 
insurgents claim they have over 600. 
President Carl F. Granrud claims to 
have received signatures of more than 
half the delegates opposing a special 
convention. 

Brotherhood officials declined to 
comment on Commissioner Magnus- 
son’s mediation offer on the grounds 
that the insurgents have not received 
the necessary signatures. 





Want details? 








Easy. Convenient. And automatic. 


And that’s the way to describe our new 
Increasing Term Plan. 


This plan, with a built-in escalator, offers your 
clients an automatic increase in face amount each year 
for a 10 or 15 year period. 


- The premium, though, stays the same. 


The coverage moves upward in such a way that, 

at the end of the selected period, double the initial 
face amount may be converted. No evidence of 
insurability needed for the increase, or the conversion. 


For both business and personal uses, this policy has 
a story that’s easy to tell. Easy to sell. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/ Earl Clark, C.L.U., Vice President 


We pay Lifetime Renewals...they last as long as you do! 
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Illinois Revises Insurance Statutes 


(CONTINUED FROM PAGE 9) 
to the company and to the supervisory 


official of the company’s home state. 


If the violation continues for more 
than 30 days after such notice, the di- 
rector may proceed to hold a formal 
hearing for a cease and desist order. 
This legislation is a model bill recom- 
mended at the December meeting of 
National Assn. of Insurance Commis- 
sioners. 

A bill has been passed increasing the 
maximum life insurance which may be 


owned by a blind pensioner without 
losing benefits to $1,000 face value. 
Fraternal benefits may contain pro- 
visions more favorable to the member 
than standard clauses. Greater bene- 
fits may be paid when the applicant’s 
age has been overstated, and the prop- 
er benefits can be paid in cases of 
record error in showing sex. 
Associations and corporations writ- 
ing life have been made subject to the 
uniform act for the disposition of un- 
claimed property, which defines such 





1957 
1952 


and direct men. 


Program. 


James B. Siske 


Home Office 


James G. Ranni 
Chairman cf the Board 





4, This What You — Ween Whiting Sot 


TOP FIRST YEAR COMMISSIONS 
IMMEDIATE VESTED RENEWALS 
YOUR OWN GENERAL AGENCY 


American Bankers has always endeavored to 


set the pace . .. not merely keep up with it. 


NINE YEARS OF ACTIVE OPERATIONS 


1961 (To Date) .....$467,000,000 


Our key representatives must be financially solid, rea- 
sonably trained, with a responsible standing in the com- 


munity in which they reside, and have the ability to select 


COMPLETE LINE OF VERY COMPETITIVE POLICIES 


COMPLETE TRAINING and Agency Building ‘“‘Know-How”’ 


STOCK OPTION PLAN —Liberal Option Agreements for both 


recruiting and personal production. 


General Agency Building Opportunities through- 
out the East, South and Mid-West. 


For information about You and American Bankers, contact 
alte tacts ~ 


Vice President and Director of Agencies 


AMERICAN BANKERS LIFE 
ASSURANCE COMPANY OF FLORIDA 
Miami, Florida 


186,000,000 
4,400,000 


funds and sets the procedure for 
dealing with them. This act will be ad- 
ministered by the Illinois department 
for financial institutions, which will 
shortly advise those subject to the act 
of the action each must take. 

Life company officers and directors 
receiving more than $200 per month 
are no longer barred from other com- 
pensation or benefits from the compa- 
ny. They may also participate in 
agency commission renewal contracts 
of more than three years duration. 


Minimum Valuation Standards Change 


Minimum valuation standards have 
been changed for individual and group 
annuity and pure endowment con- 
tracts, total and permanent disability 
benefits and accidental death benefits. 
The definition of adjusted premiums 
has been amended for policies with 
term benefits, and certain children’s 
term benefits have been excluded. 
These bills were all recommended at 
the May, 1960, NAIC meeting. 

The requirements have been 
changed for policy language explaining 
nonforfeiture values. 

The spouse and minor children of a 
covered employe may be insured under 
group up to the lesser of $2,500 or 50% 
of the employe’s coverage. The new 
classes will also have conversion 
rights. 

Premium due notices may be sent 
directly to the parent who insured a 
minor child living in his household. 


Capital Stock Bills 


Other legislation rules that stock of 
new insurance companies must have 
par value of at least $1 per share. For- 
mation of new assessment legal re- 
serve life companies has been prohib- 
ited, but mutual benefit associations 
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E. M. Brill Retires 
As Senior V-P Oj 
General American 


Emil E. Brill, senior vice-presidey 
of General American Life, has retirg 
after 49 years with 
that company an 
its predecessors, 
He joined th 
company as an ag 
countant and wa 
advanced to assist. 
ant general coun. 
sel. He was name 
vice-president jp 
charge of group in 
1934 and _ senior 
vice-president jp 
1956. 

Mr. Brill re 
ceived national recognition as chair. 
man of the Missouri committee for 
the 1961 White House conference op 
aging. 





Emil E. Brill 





and burial insurance societies may stil] 
convert to the assessment legal re. 
serve form. The maximum of 15% for 
commissions and other expenses of 
stock offerings may no longer be dis- 
bursed during the course of the soli- 
citation. It must be held until the en- 
tire offering has been sold. The full 
amount paid must be refunded to sub- 
scribers in cases where the sale has 
not been completed. 

™~ Hospital service corporations now or- 
ganized as non-profit corporations 
have been authorized but not required 
to convert to the mutual legal reserve 
life form upon acquiring the necessary 
surplus. 





PEOPLE NEED 


AN EDUCATIONAL FUND! 


= In order to provide the necessary education 
for success, it is of paramount importance 
that every family set-up an educational 
fund for their children. With college 
costs rising, the need for an educational 
fund becomes a basic necessity. = We 


should not place our product in the 
same category as such luxury items 






as tonics, automatic percolators, and hair dryers. We must stress 
the basic need for insurance. ™ These basic needs such as an educa- 


tional fund can be well provided by 


insurance. At Federal, we have 


developed programs which meet such needs. For further information 
write Emery Huff, Agency Vice President. A few prime managerial 
positions still available in the Midwest area. 








R. Kirk Landon 
President 














FEDERAL LIFE INSURANCE COMPANY 


6100 N. Cicero Avenue, 


Chicago 46, 
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Ground break- 
ing ceremonies for 
the new home of- 
fice building of 
Union Central Life 
in Cincinnati. 
Wielding shovels 
are, from lef t 
Charles H. Kerri- 
gan, Boston, re- 
presenting ¢ he 
agency staff; Es- 
ther Geer, repre- 
senting the home 
office employes; 
John A. Lloyd, 
president, and 
Henry Beach, fin- 
ancial correspon- 
dent at Birming- 
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ham, Ala., representing financial correspondents. 








Level Rate Family 
Income Plan Becomes 


Paid Up At 65 


Equitable Society is offering a fam- 
ily income policy in which premiums 
remain level for the entire premium 
payment period. When the family in- 
come period is over, the policy, called 
the “Planned Security,” uses pre- 
miums to accelerate the cash value 
build-up so that the plan becomes 
paid up at age 65. i 

The effect of this level premium 
provision is that the cost is substan- 
tially less in early years than it is 
with a life paid up at 65 plus a fam- 
ily income rider. Since the market for 
this type of combination coverage is to 
be found among the ambitious but not 
overly solvent young family men, the 
combination of early protection and 
later investment values is expected to 
be highly attractive, Equitable offici- 
als told THE NATIONAL UNDERWRITER. 

The planned security policy is an 
outgrowth of Equitable’s adjustable 
whole life plan sold in conjunction 
with a family income rider. The ad- 
justable policy is commonly converted 
at age 55 into a life paid up at 65 or an 
endowment. This combination has 
been successfully sold by Equitable 
agents for some time and is roughly 
comparable to the planned security 
policy in premium cost and cash val- 
ues. The new policy, by combining 
these contracts into a single instru- 
ment at a level premium, has the vir- 
tue of simplicity for the salesman and 
the buyer. 

A $10,000 planned security policy at 
age 30 gives in discounted present 
value more than $57,000 of total cov- 
erage. The age 30 premium for the 
policy is $337.30 a year, as against $384 
for the family income policy and $248 
for the basic life paid up at 65 policy. 

Coverage is available in all states. 


North Central Co. Buys 
W. Va. Management Corp. 


North Central Co., St. Paul, has ac- 
quired control of the West Virginia 
Insurance Management Corp. of Hunt- 
ington. North Central will obtain 1,- 
700,000 shares of West Virginia’s un- 
issued but authorized stock for $170,000 
plus North Central debentures. The to- 
tal to be paid for the 57% control of 
the stock would amount to $2,500,000. 

West Virginia Insurance Manage- 
ment Corp. includes West Virginia 
Life, West Virginia F. & M. and WIM- 
CO Credit Corp. 

North Central Co. operates in 38 
states and has $168 million life in- 
surance in force. It is the parent com- 
pany for North Central Life. West Vir- 
8inia Life adds $20 million in force to 
the North Central total. 





Insurance, IRS Men 
To Discuss Effects Of 
Automated Tax System 


American Life Convention and Life 
Insurance Assn. along with officials of 
individual life companies, will partici- 
pate in a discussion with the Internal 
Revenue Service on the effects of auto- 
matic data processing on the federal 
tax system and on taxpayers. 

Automatic data processing of tax 
data, which will shortly be instituted 
by IRS, takes on added importance 
because of the new law establishing a 
system of individual taxpayer numbers. 

The taxpayer account number bill 
was given a final approval by Congress 
just prior to adjournment. It author- 
izes IRS to make its automatic data 
processing system apply to individual 
taxpayers, including the matching of 
information at source returns with 
individual returns. 

In addition to the effects of the 
new ADP system upon taxpayers, the 
conference is expected to discuss how 
large taxpayers with their own com- 
puters may substitute magnetic tapes 
for some required detailed tax docu- 
ments. Problems of auditing tape and 
card records of taxpayers will also be 
discussed. 

Northwestern National Life had 
$15,338,000 in sales of new policies 
during September. Sales for the first 
nine months of the year total $162,- 
504,000, up 17.4% over the same 
period in 1960. 







































Your United States Life 
General Agent Has 
the Key to Pension Sales 


jou 


If you presently contact, service or sell business 
clients, you should be in the pension business—now. 








You need not be a pension “expert”. 


‘United States Life now has available for you a new, outstanding Pension 
and Profit Sharing program specifically designed to meet the needs of the 
smaller employer. 


Your United States Life General Agent backs you up with dynamically planned 
sales approach tools—complete from introductory booklet to full scale visual 
presentation . .. plus expert assistance when and where desired. 


Write now for your copy of our valuable door-opening booklet 
“A Pension Plan is Good Business”. 


LIFE (Par and Non Par) - A&H - GROUP - PENSIONS 


FOUNDED 1850 


INSURANCE COMPANY IN THE CITY OF NEW YORK 


125 Maiden Lane, New York 38, N. Y. 
THE OLDEST STOCK LIFE INSURANCE COMPANY IN AMERICA 





MODERN 





“You can’t beat experience’”—a reasonably accurate statement— 
accurate to the degree of what practical knowledge is gained 
from the experience and how that knowledge is applied. In pro- 
viding reliable life insurance protection to the families of Ameri- 
ca since 1883, Modern Woodmen draws upon the know-how de- 
veloped during those years, to apply intelligently present-day 
uses of its family protection features to meet the changing needs 
of those it serves. This experience and know-how enables Modern 
Woodmen representatives to offer sound, contemporary life insur- 
ance programs to fit individual situations. 
proach to the growing need for family protection and personal 
savings, plus the continued confidence placed in it by those it 
serves, has made possible the Society’s growth and progress 
through the years. To those who have benefited from its realistic 
counselling in life insurance programming, Modern Woodmen 
is the Hallmark of Stability, 
Service. MODERN WOODMEN OF AMERICA, HOME OFFICE, 
ROCK ISLAND, ILLINOIS. 


WOODMEN 


Symbol 
of 
Experience 































This sensible ap- 


Experience, Dependability and 


Life Insurance 
for the entire 


family 
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Health Legislation 
Reviewed For Ill. 
A&S Underwriters 


(CONTINUED FROM PAGE 4) 
missioners as an example of what 
could be done through cooperation be- 
tween federal regulatory agencies and 
voluntary insurers in solving mutual 
problems. The bill has been enacted 
in substance in 30 states and Puerto 
Rico. Another indication of what vol- 
untary insurance can achieve is the 
Connecticut plan allowing insurers to 
join together to provide medical care 
up to $10,000. 

On the federal level, the health bus- 
iness is facing what many people con- 
sider its greatest crisis in years. Mr. 
Peel said. The Forand Bill was de- 
feated, and the business gave its sup- 
port to the Kerr-Mills bill as the 
most effective supplement to volun- 
tary insurance for care of the aged. 
In less than a year 23 states have 
enacted Kerr-Mills legislation, three 
have legislation pending, and five have 
decided that they do not need addi- 
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tional legislation to implement the 
Kerr-Mills measures. 

However, Mr. Peel said, the present 
federal administration has indicated 
that it is going to go much further in 
pre-empting voluntary health insur- 
ance. The opening steps in President 
Kennedy’s program to use social se- 
curity as an anti-recession force 
“should dispel all doubts that the pro- 
gram constitutes an insurance mea- 
sure.” Moreover, the King-Ander- 
son bill, if passed, will be a “foot in 
the door” leading to a total govern- 
ment medical care plan, Mr. Peel 
warned. “We can lose only once,” he 
said. “The supporters of the social 
security approach are striving for the 
establishment of the principle, and they 
believe that expansion will follow as 
a matter of course.” 

Mr. Peel said that many feel a fed- 
eral program of medical care is neces- 
sary because health insurers cannot 
expect their coverages to take care of 
all those who are over 65. He pointed 
out that in 1950 only 26% of those in 
this category were voluntarily insured, 
while today 53% have’ voluntary 
health insurance. He believes this in- 
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WANT ADS 


Rates—$25 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing “Situation Wanted” ads are requested to make 
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IF 


You are an Associate of the Society of Actuaries and if you are interested in 
opportunity and advancement with a sound and progressive company, write directly 
to either of us. All communications confidential, of course. 

Stuart F. Conrod, Vice President and Actuary 

Stuart M. Shotwell, 2nd V.P. and Associate Actuary 


LOYAL PROTECTIVE LIFE INSURANCE COMPANY 


Boston 15, Mass. 












GROUP SALES 
OPPORTUNITIES 


Growth of our Group Department in the 

past few years and immediate expansion 

plans have created tremendous oppor- 

tunities for Group Salesmen. 

HOME OFFICE SALES: 
We want a man with at least five years 
Group experience to work out of our 
Home Office on production in the Home 
Office area, and to assist in the super- 
vision of Group Offices and other staff 
assignments. 

GROUP OFFICE MANAGERS: 
We plan to establish immediately Group 
Offices in 

CHICAGO CLEVELAND PHILADELPHIA 

’ We are looking for young, ambitious, 
experienced Group Salesmen for these 
Offices. Compensation will be based on 
salary plus production bonus. 

If you can fill one of these responsible 

positions we would like to hear from you. 

Please write me giving the usual back- 

ground information including details of 

your Group experience and present salary. 


G. Rick 0’Shea 
Manager, Group Department 
Monumental Life Insurance Company 
Baltimore 2, Maryland 

































IMMEDIATE OPENINGS 


HOME OFFICE—LIFE INSURANCE COMPANY 
ACTUARY—FELLOW OR ASSOCIATE—Experienced 
in life insurance actuarial work. 

ACTUARIAL STATISTICIAN—Experienced in con- 
ducting statistical studies. 

PENSI ADMINISTRATOR—Experienced in de- 
veloping, administrating and presenting pension 


lans. 
Assistant UNDERWRITING MANAGER— Experi- 
enced in underwriting, issuance and servicing of 
group, individual and major medical contracts. 
Write: Personnel Department, P. Box 391, 
Madison, Wisconsin, giving personal data, qual- 
ifications and salary desired. 











VICE PRESIDENT 


in charge of 
SALES 


wanted by young aggressive New England 
life insurance company. Experience in MU- 
TUAL FUND Field with life insurance tie-in 
desirable. Top salary with excellent stock 
option plan. Real opportunity for qualified 
man. Give full qualifications. 


Inquiries will be held in strict confidence. 
Company personnel informed of this adver- 
tisement. Write B-37, National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








ASSISTANT SUPERINTENDENT 
OF AGENCIES 


Major Southern Multiple Line Company 
needs qualified man to assist in supervision 
of agencies. Age range 28-40 with success- 
ful field management experience, prefer- 
ably with home office experience. Oppor- 
tunity available immediately, but needs to 
be filled not later than January |, 1962. 
Send complete resume to B-13, National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








HAVE ABILITY—WILL WORK 


Age 37, II years successful life experience as 
agent — ger — assistant nage d director. 
LUTC, SMU, LIAMA, CLU training. Want Agency 
Director opportunity. Interim Regional Manage- 
ment acceptable. Prefer Southwest. Write B-34, 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 














crease indicates that voluntary insurers 
have awakened to the challenge of 
government encroachment in their 
business and are demonstrating that 
they can provide the needed coverage. 

He suggested that the strongest ef- 
fort against such encroachment could 
be made through a combination of 
three processes: Expansion of volun- 
tary health insurance to all persons, 
emphasis on coverage during the re- 
tirement years, and an active interest 
in politics on the part of all members 
of the business. 


Investment Company Assn. 
Adds Membership Classes, 


Puts ‘Institute’ Into Name 


NEW YORK—National Assn. of In- 
vestment Companies, the mutual funds’ 
organization, has changed its name to 
Investment Company Institute and 
broadened its membership eligibility 
requirements. 

Until the change, the association 
had as members only the mutual funds 
themselves. Now it is open also to dis- 
tributors of mutual fund shares (but 
not retail distributors) and the in- 
vestment advisers to mutual funds. It 
is also planned to make the associa- 
tion more active as a spokesman of 
the mutual fund business than it has 
been in the past. 


Stockholders To Switch 


To Holding Company 


United Founders Life of Oklahoma 
City proposes to have its stockholders 
exchange their holdings on a share for 
share basis for stock in United Foun- 
ders Corp. Par value of the latter will 
be $1 whereas that of United Founders 
Life is 25 cents. President Horace G. 
Rhodes states that the actual valua- 
tion of the insurance company can be 
reflected in the new _ corporation, 
whereas the statements of the insur- 
ance company itself would continue to 
exclude the values of insurance in 
force and non-admitted assets. Also, 
this offers flexibility when it comes to 
acquiring other companies and opens 
new avenues of credit. 


Vaughn Buys Control Of 
Columbia General Life 


Jack C. Vaughn, chairman National 
Empire Life of Dallas and president 
Vaughn Petroleum, has bought 247,- 
872 shares of Columbia General Life, 
Houston, from Bank of the Southwest 
and Houston Bank & Trust Co. With 
the purchase, he becomes chairman of 
the Houston company. 

The banks assumed ownership of 
the stock in January, when they fore- 
closed mortgages after officials of the 
company failed to meet the required 
payments. The company was involved 
in several proxy fights for control over 
a period of three years. 

New officers of Columbia General 
Life are Hilton Painter, president, 
Charles P. Storey, vice-president and 
general counsel, John R. Boyd, vice- 
president and treasurer, and Margaret 
J. Smith, secretary. Directors are Ro- 
bert H. Young, Vance Foster, Mr. 
Painter and Mr. Storey. 


‘Terms’ Committee Meets 


The committee on general insurance 
terminology, of which Ralph H. Blan- 
chard, emeritus professor of insurance 
at Columbia University, is chairman, 
met in a one-day session at Cleveland. 
Among other definitions dealt with 
were risk, peril, hazard, insurer, and 
insurance. 
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Wis. Rule Proposes 
Replacement Curb 
Through Companies 


(CONTINUED FROM PAGE 1) 

of the regulation and that the propos 
replacement is justified. If not satis 
fied, the company must notify thy 
agent of the reason for its dissatistg, 
tion and ascertain that a. satis 
factory proposal is presented to th 
applicant and to the company befop 
issuing the policy. 

—Keep a copy of the proposal ang 
the applicant’s signed statement, in jt 
home office for at least five yeay 
where it will be available to the de 
partment. 

In its definition of replacement, the 
proposed regulation includes “any 
transaction wherein new life insurang 
is to be lapsed, surrendered, converte 
into paid up insurance, become ey. 
tended term insurance, or be subjected 
to substantial borrowing of loan value 
whether in a single loan or under 
schedule of borrowing over a period of 
time.” 

After listing the disadvantages of re. 
placing existing policies, the rule lists 
what the proposal should contain, in. 
cluding material explaining the fo. 
lowing to the applicant: 

—The suicide and incontestable per. 
iods of the new and existing policies, 

—A cost comparison of both policies 
showing gross premium, dividends and 
cash values for a period of not less 
than 20 years. If complete dividend 
figures are not available, then it will 
be a sufficient comparison if the actual 
history of performance on contracts at 
similar ages together with a compari- 
son of present dividend scales of the 
two companies are shown. 

—A comparison of accidental death 
and disability benefits, settlement op- 
tions, exclusions, change provisions and 
other provisions and benefits. 

—A summary of the advantages and 
disadvantages of the proposed trans- 
action. 

—Any other material fact relating to 
replacement. 

A copy of the proposal must be 
left with the applicant at the time ap- 
plication is made and another sent to 
the agent’s company. 


Sales By Vending Machines 
Upheld By Tenn. Court 


A Tennessee court at Nashville has 
ruled that land travel insurance may 
be sold in that state by vending ma- 
chines. Beneficial Standard Life had 
challenged a ruling by Commissioner 
John R. Long that insurance could 
not be sold by machines in _ hotels, 
motels, bus stations, filling stations, 
and elsewhere. The commissioner ar- 
gued that the legislature assumed that 
insurance would be sold by people 
and not in vending devices “like candy 
and chewing gum.” 

Beneficial Standard argued that 
machines had been used for years in 
the state to sell air travel coverage 
without legislative protest. The court 
ruled that the insurance department 
can regulate where the machines are 
placed but cannot forbid their use. 

General American Life reports Aug- 
ust sales of individual life insurance 
were up 21.6% from the same month 
a year ago. Paid life volume for the 
first eight months of the year was UP 
16.9% over the first eight months of 
1960. Health insurance written in Aug- 
ust was up 125.3% over August of 
last year. The year-to-date health in- 
surance figure is up 113.5%. 
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October 14, 1961 
New NEC Assn. Holds Full Agenda. 
Hears Its Place In Fraternalism 


ness of the country stemming from the 
collective energies of the old world, 
“trained and strengthened under a new 
flag.” In the early years, insurance 
protection was only an incidental ob- 
jective, with fraternal activities being 
of prime importance. “Some of us are 
religious,” he said; “others are nation- 
ality or ethnic organizations whose 
purpose it was, and still is, to bridge 
the gap between the immigrant and 
America.” 

From the various nationalities bring- 
ing their own customs and cultures to 
the new land, there is emerging a 
common culture and tradition which 
will be experienced and enjoyed “by 
our children and our children’s chil- 
dren,” he declared. This is one of the 
primary functions of the ethnic frater- 
nal organization. It has been estab- 
lished by educators and government 


At the annual meeting of National 
Fraternal Congress in Cincinnati, the 
Fraternal Activities Assn., the group 
that was formed at last year’s annual 
meeting in Montreal, held a two-part 
meeting Sunday afternoon and eve- 
ning, with Fred A. Johnson supreme 
archon Royal League and the associa- 
tion’s first president presiding. 

y. I. Mandich, supreme president 
Croatian Fraternal Union, was the 
principal speaker at the afternoon 

gathering. In discussing the role of 

Seaic fraternals in today’s world, he 
gave the basic reason for founding an 
ethnic or nationality fraternal society 
as the desire to band together to better 
cope with the new language, customs 
and way of life which the immigrants 
found in a new land, America. 

He noted that the culture of America 
is the culture of many lands, the great- 
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Members of a discussion group on “Changing Fraternal Insurance” at the 
meeting of the Actuaries Section. From left: Frank F. Gerry, consulting 
actuary; Ingolf Lee, Lutheran Brotherhood; Franklin C. Stauffer, Modern 
Woodmen, and Robert E. Bruce, consulting actuary, president of the section. 





leaders that too few Americans possess 
sufficient knowledge of languages oth- 
er than English, Mr. Mandich pointed 
out. In order to strengthen cultural, 
commercial and diplomatic ties with 


can speak, read and write other lan- 
guages. Americans of foreign birth and 
parentage constitute a tremendously 
rich but too little known resource in 
this important field, the speaker de- 


Modern Wood- 
men contingent at 
the A.A.L. party. 
From left: Joseph 
Arndt, assistant to 
the president; F.J. 
Gadient, actuary, 
and Henry A. 
Brooks, state man- 
ager Michigan. 








Now... 


over $2 Billion of life 
insurance protection for 


beneficiaries. This is an 
increase of over $325 
million during 1960 and 
means that thousands of 
new policyowners have 


as their life insurance 
company. We appreciate 


pledge our best efforts to 
continue to deserve it. 


Frank P. Samford, Jr., President 








a $2 BILLION COMPANY 


We are proud of the fact 
that we are now providing 


our policyowners and their 


selected Liberty National 


their confidence in us and 


LIBERTY NATIONAL LIFE INSURANCE CO. 





HOME OFFICE: Birmingham, Ala. 












clared. 
“A preliminary study of the project 


the rest of the world, there is a great 
and growing need for individuals who 




















N Ow RENEWAL GUARANTY CORPORATION 


ANNOUNCES 4 NEW EXCLUSIVE BENEFITS ON 
RENEWAL COMMISSION 


LOANS 


1. Long term repayment plan 
2. Interest on unpaid balance only 
3. No service fee or commission charge 


4. Loans are non-demand and 
non-callable 


A General Agent or agent can easily convert his Vested renewal commissions to cash 
now. Loans from $2,000 to $100,000. We are presently doing business with over 80 
U. S. Life Insurance Companies in 45 states and two foreign countries. During the 
past 9 years, this corporation has loaned over ten million dollars to the Life 
Insurance Fraternity. We assist life underwriters to become even more successful. 






For complete, confidential information on 
this exclusive service, please call or write 


Renewal Guaranty Corporation 


2323 First National Bank Building © Phone TAbor 5-2254 
Denver 2, Colorado 


meri SPECIALIZED FINANCING ste 38: FOR LIFE UNDERWRITERS” 
















RENEWAL G GUARANTY CORPORATION N 
2323 First National Bank Bldg., Denver 2, Colo. 


Gentlemen: Please send me complete, confidential 
details on your exclusive service. | understand | am 
NOT obligated in any way. 


RGC’s President, 
John H. Weber, 
has been a member 
of the NATIONAL 
ASSN. of LIFE 
UNDERWRITERS 
over 15 years. 
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shows that there is an important op- 
portunity for our ethnic groups to 
bring their linguistic and cultural heri- 
tages to the attention of the country. 
It is anomalous that a country that 





NEW OFFICERS 

President—Frank J. 
Czechoslovak Society. 

Ist Vice-president—A. W. Franklin, 
United Commercial Travelers. 

2nd Vice-president—Charles J. Du- 
cey, Knights of Columbus. 

3rd Vice-president—W. G. Fisher, 
Lutheran Brotherhood. 

Secretary-Treasurer—Harriet Jean- 
es, Royal Neighbors. 

Immediate Past President—Fred A. 
Johnson, Royal League. 


Vodrazka, 





has been a haven for immigrants for 
several centuries should be faced with 
a scarcity of individuals proficient in 
the various languages of the world,” 
said Mr. Mandich. “A utilization and 
furtherance of this resource could re- 
dound to the benefit of America’s 
idealogical, strategic, commercial and 
cultural relations. This resource, if 





MeNATIONAL 








appropriately recognized and encour- 
aged, might also provide teachers, stu- 
dents and materials for foreign lan- 
guage education in general American 
schools, colleges and universities. The 
foreign language knowledge and crea- 
tivity of America’s numerous ethnic 
groups have been largely overlooked in 
this respect . . . Americans of foreign 
extraction cherish their citizenship in 
their new homeland and are ready and 
willing in the future, as they were in 
the past, to sacrifice life and property, 
if needed, to defend and protect the 
blessings of the western democracies.” 


Speech Demonstration 


Sunday evening, there was a speech 
demonstration by several young speak- 
ers from participating member soci- 
eties, the theme being, “What Frater- 
nalism Means to Me.” Also James Hess 
of the civic relations service of Nation- 
al Council of Boy Scouts of America 
brought greetings from his organiza- 
tion. Those participating in the speech 
demonstration each received a plaque 
for his efforts. These persons, all under 
25 years of age, were Wynn Juran, 
Minneapolis, representing Royal 





are you on the 


razors 


No razor’s edge is keener than 
the one on which you may 
be balancing decisions about 
where and how you spend 
your productive life. 
Piedmont Southern, with its 
great financial strength, bright 
territorial potential, strong 


spirit, may be the answer to your razor- 
edged career dilemma. 





edge‘ 


Piedmont 
Southern Lite 


INSURANCE COMPANY 
Stanford Y. Smith, CLU, Agency Vice Pres. 
HOME OFFICE es ATLANTA, GEORGIA 


product and promotion port- 
folio, and warm cooperative 


























ee : 


At the Presidents section luncheon. From left: Frank J. Vodrazka, presi 
Czechoslovak Society; Frank J. Kress, supreme president American 
Union and president of the section; Sidney Weil, Mutual Benefit Life, C 
nati, the luncheon speaker; Gerald Nye, assistant commissioner for e 
housing FHA; Fred A. Johnson, supreme archon Royal League, who ins 
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new officers of the section; Gerald Gould, president Lehigh Acres, Figs 


housing development, and Martin Fine, counsel for the project. 











League; John Sulerud, Halstad, Minn., 
Lutheran Brotherhood; Joseph C. Lea- 
son, Alliance, O., Knights of Columbus; 
Harry D. Williams, Paintsville, Ky., 
Woodmen of the World, Omaha, and 
Barbara Piercy, Carthage, Mo., Royal 
Neighbors. Linda E. Adamek, Hunting- 
ton Station, N.Y., Czechoslovak Soci- 
ety, was scheduled to appear but was 
unable to attend the meeting. All are 
students at various colleges or univer- 
sities. 

Rugland Speaks 


Walter L. Rugland, president Aid 
Assn. for Lutherans and president of 
NFC, also addressed the association. 
He said that fraternal activities are a 
great common deonominator of all the 
member societies and that they are al- 
so a great common deonominator of 
all the sections and associations of 
NFC. “Times change and so do the 
needs of every organization. The tra- 
ditional lodge hall, the men’s and 
women’s organizations affiliated with 
religious demoninations the labor hall 
and other similar institutions tradition- 








Why not the Top Drawer? 


OPPORTUNITIES COME IN ALL SIZES! There’s one to fit 


every ambition when you know which drawer to open. 


For example, if you possess both ambition and ability (you’re 
ready to build your own agency and you produce $10,000 
annually in life premiums), you won't be satisfied with the 
garden variety of opportunities. You’ll look in the Top Drawer 
under JEFFERSON NATIONAL... 


. .. the company that offers the Master Money Builder, Pass- 
book Savings, and many other great Par and Non-Par plans; 
PLUS the finest Non-Can A & S, a highly competitive Group 
portfolio; PLUS Top Commissions, Bonuses, Office Expense 
Allowances, Vested Lifetime Renewals, Pension Plans, the 
best Home Office support you have ever experienced .. . and 
more! 


Open the Top Drawer! Wire or write: 
E. KIRK McKINNEY, JR. 
President 


Company. 


INDIANAPOLIS 4, INDIANA 





HEPFRSON NATIONAL 
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“TOP DRAWER” 
OPPORTUNITIES IN: 


Arizona — Florida — Illinois 
Indiana — lowa — Kentucky 
Maryland — Michigan 
Minnesota — Missouri 
Ohio — Pennsylvania 
Tennessee — Virginia 
West Virginia 
Washington, D. C. 





ally associated with fraternalism hay 
changed greatly. But people, inhereny. 
ly, have the same heartfelt needs 4 
be filled—the same urge to belong 
the same need for personal fraterm 
activity. I believe, firmly, that this ; 
true even though the competition fro, 
television, from radio, from greater 
organized leisure time programs ay 
from hosts of other time-competin 
pressures face us all the time. 

“And here is where your associatin 
will play such an important part i 
the work of this Congress. We live ip 
an era of greater and greater depeni. 
ence on government and on our em. 
ployers for satisfaction of person 
wants and whims. This becomes a 
obsession with us and as a result w 
find an increasing number of frustr- 
ted people—greater and greater need 
for mental health clinics and othe 
related services. Our fraternal societi« 
remain among America’s most cher- 
ished institutions—where personal lib- 
erty and love for our fellowmen fin 
natural expression and fulfillment. 


Look To Societies 


“Your association should and wil 
make a most important contribution in 
this most important side of the e- 
deavors and work of this Congres. 
While insurance benefits are of para 
mount importance to the members o 
all societies, it is in the fraternal a- 
pects of each society where we must 
look to the enduring strength of the 
fraternal benefit system. It is in this 
area that your association has grea 
opportunity for substantial contribv- 
tions to the forward progress of al 
societies.” 








R. D. Hough of Gleaner Life at To- 
ledo, luncheon speaker at the Stal 
Fraternal Congresses section, 
Lawrence B. Hart, public 
director United Commercial 
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From left: John B. LeMacchia, actuarial analyst, St. Louis; Jeanne Farmer; 
Robert A. Klitzner, treasurer Harry Klitzner Co., emblem manufacturers, 
Providence, R. I., and Catherine Chentes. The Misses Farmer and Chentes are of 
the NFC headquarters staff and put in many hard-working hours helping 
to make the convention the smooth running success it was. 
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belong- 
fraterm . 
at this] Study Impairment 
tion fron s s 
peat Of The Diabetic 
“ams an s = 
ompetnt At Medical Session 
At the Medical section meeting, Dr. 
ssociatin§§ Harry A. Cochran Jr., medical di- 
; part nf rector Lincoln National Life, spoke on 
fe liven’ diabetes as an impairment for life in- 
depeni-f surance. His report included a study 
our em-§ made by his company insuring the 
Persomlf qdiabetic risk covering 8,918 policies 
omes af issued and paid for from 1946 
esult Wel through 1949 carried to termination or 
frust-f policy anniversary in 1960. These pol- 
er net icies, exposed for 52,345 policy years, 
ad othe i incurred 633 death claims and pro- 
societis§ duced an over-all mortality ratio of 
st chet-f 389% of the standard expected. 
onal lib- 
nen fini} scArEMENT REQUIRED BY THE ACT OF AUGUST 
ent. 4, 1912, AS AMENDED BY THE ACTS OF MARCH 
3, 1933 AND JULY 2, 1946 (Title 39, United States 
Code, Section 233) SHOWING THE OWNERSHIP, 
MANAGEMENT, AND CIRCULATION OF The Na- 
and will tional Underwriter Life Insurance Edition, published 
ti weekly, (with two extra issues in September), at 
Pp ON NF chicago, Ill., for Oct. 1, 1961. 
. 7 1. The names and addresses of the publisher, editor, 
/ONETES. managing editor, and business manager are: 
Of Pal T  pabuisher, The National Underwriter Co., Cincinnati, 
nbers oi Ohio. 
rnal as-4 Eéitor, R. B. Mitchell, Ridgewood, N.J. 
Managing Editor, None 
we must Business Manager, R. J. O’Brien, Des Plaines, Ill. 
L of the 2. The owner is: (if owned by a corporation, its 
name and address must be stated and also immediate- 
in this ly thereunder the names and addresses of stockholders 


owning or holding 1 percent or more of total amount 
of stock. If not owned by a corporation, the names 
and addresses of the individual owners must be 
given. If owned by a partnership or other unincorpo- 
tated firm, its name and address, as well as that of 
each individual member, must be given.) 


The National Underwriter Co., Chicago, New York, 
Cincinnati; John Z. Herschede and Elizabeth W. Her- 
schede, Trustees, Cincinnati, Ohio; Cartwright, Val- 
lau & Co., Chicago, Ill.; H. J. Burridge, Cincinnati. 
Ohio; Levering Cartwright, Chicago, Ill.; Russell 
Cartwright, Chicago, Ill.; Ruth Cartwright, Chicago, 
Il; Lessie K. Wadsworth, Ft. Lauderdale, Fla.; R. E. 
Richman, Holland, Mich.; George W. Wadsworth, 
Ft. Lauderdale, Fla.; How & Co., Chicago, Ill. 


3. The known bondholders, mortgagees, and other 
security holders owning or holding 1 percent or more 
of total amount of bonds, mortgages or other securi- 
ties are: (If there are none, so state.) None. 


4. Paragraphs 2 and 3 include, in cases where the 
tockholder or security holder appears upon the books 
Company as trustee or in any other fiduciary 
Rlation, the name of the person or corporation for 
such is acting; also the statements in 
two paragraphs show the affiants full knowledge 
as to the circumstances and conditions 
hy which stockholders and security holders whc 
| calle ord aX the books of the company as 
. securities in a capacity other 

than that of a bona fide owner. — 


5. The average number of cepies of each issue of 

this publication sold or distributed, through the mails 

, to paid subscribers during the 12 months 

° the date shown above was: (This informa- 

Tequired from daily, weekly, semiweekly, and 
newspapers only.) 9,232. 


at Te R. J. O’Brien 


Sworn to and subscribed 
State September, 1961. before me this 26th day of 
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My commission expires Nov. 19, 1964, 








The cases were divided into three 
groups because they presented a wide 
variety of characteristics. The results 
indicated a sharp difference in mor- 
tality by age. The cases in which the 
diagnosis of diabetes had been estab- 
lished prior to age 19 produced a mor- 
tality ratio of 703% of the standard 
expected, whereas those in which the 
diagnosis had been established be- 
tween the ages of 50 to 64 produced a 
mortality ratio of 257% of the stand- 
ard. The distribution of exposure by 
age indicated that in this insured dia- 
betic population young diabetics, ages 
at issue 10 to 39, predominated, in 
contrast to the distribution by age in 
the general diabetic population. In 
the latter group, diabetics at the older 
ages predominate. 

The investigation also suggested 
that the younger diabetics tended to 
be underweight and to require rela- 
tively higher doses of insulin, whereas 
the older diabetics tended to be over- 
weight and to require relatively lower 
amounts of insulin or no insulin at all. 
The underweights produced slightly 





NEW OFFICERS 
President—Dr. Edward E. 
Woodmen of the World, Denver. 

1st Vice-president— Dr. Frederick 
Brei, Aid Assn. for Lutherans. 


Taylor, 


2nd Vice-president—Dr. Mary C. 
Saxe, Ladies Catholic Benevolent 
Assn. 

Secretary-Treasurer—Dr. Jane W. 


Mc Mullen, Royal Neighbors. 

All of the officers and Dr. C. S. 
Costigan, Modern Woodmen, imme- 
ediate past president, are also mem- 
bers of the executive committee. 





higher mortality ratios than either the 
normal or slightly overweight cases. 
The cases not requiring insulin at the 
time of issue produced much more 
favorable ratios of mortality than 
those requiring insulin and the latter 
the ratios did not vary significantly 
by amount. The corresponding ratios 
were 185% for the no insulin group; 
392% for those requiring 1 to 30 units; 
397% for those using 31 to 60 units 
and 429% for those requiring more 
than 60 units a day. 

While the results indicated the sig- 
nificance of age, body build, blood 
pressure, evidence of control and sim- 
ilar factors which could be measured 
statistically, the review of cases sug- 
gested that, as an impairment for in- 
surance, diabetes introduces into the 


Robert H. Platt, 
field manager Mo- 
dern Woodmen 
(right), receiving 
tion from the Field 
token of apprecia- 
Managers _§ section 
for long service to 
that group as sec- 
retary - treasurer. 
Making the pre- 
sentation is T. E. 
Newton, Woodmen 
of the World, 
Omaha. 
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underwriting effort a complex of hete- 
rogeneities which are difficult to eval- 
uate. This complex derives in part 
from the differing philosophies and 
methods of treatment of various phy- 
sicians throughout the country and in 
part in variations in individual capac- 
ity and ability among diabetic appli- 
cants to follow the treatment program 
prescribed. The heterogeneity intro- 
duced by these factors was felt to be 
one of the principal determinants of 


mortality among an insured diabetic 
population. 

Dr. M. H. Clifford, 2nd vice-presi- 
dent Union Central Life, who was 
scheduled to discuss cancer and un- 
derwriting, was unable to attend the 
meeting. Dr. John S. Pearson, medi- 
cal director American United Life, 
took his place on the program. Dr. 
C. S. Costigan, medical director Mod- 
ern Woodmen and section president, 
presided. 





Association Group 
Aviation Accident 
Blanket Medical 
Business Expense 
Campers’ Medical 
Cancer, Specified Disease 
Credit Disability 
Franchise 

Group A & H 
Guaranteed Renewable 
Hospital Expense 


unusual A & H portfolio. 


AMERICAN 





It takes all sorts of people to make the world go ‘round 





Only through a completely flexible Accident & Health insur- 
ance portfolio can any producer meet all of the varying health 
insurance needs of his prospects. In an outstanding A & H 
portfolio, American Casualty provides the versatility that is 
so essential. These are some of the popular Acco plans: 


Attractive new and renewal commissions . . . 
assures your ownership of the business . . 
All states, D.C., Canada and Puerto Rico. Write for details about Acco’s 


COMPANY OF READING, 
All major types of personal and commercial insurance through 20,000 agents and 
brokers and 61 service offices in all states, Canada and Puerto Rico 
Affiliates: VALLEY FORGE INSURANCE COMPANY and 
VALLEY FORGE LIFE INSURANCE COMPANY (Most States) 
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Income Replacement 
In-Hospital Income 
Key Man 

Major Hospital 
Major Medical 
Overage Policies 
Rent Replacement 
Special Risks 
Travel 

Volunteer Firemen 
Youth Policies 
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. a global umbrella of claim offices. 
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TO BRING YOUR WEIGHT UP-TO-DATE 
(bring it down) 


If you're still using old tables _ be safer and easier than trying to 
of “normal” weights, you aren’t lose many pounds later on. 


up-to-date on your weight. Look : 
at your new “desirable” we ht, If the weight tables below show 


shown below, which is lower than Meet soll i Aa 
previous standards, sician’s supervision—to trim 

The importance of these tables down. He will prescribe a diet 
to you lies, of course, in the fact that’s safe and pleasant, yet ef- 
that “the shorter the belt line, the fective, in removing excess weight. 
longer the life line.” 

a To help you Carry out a suc- 

Millions of men and women cessful pounds-off program, send 
weigh more than IS good for for the Metropolitan Life booklet, 
them. However, men in their 20's How to Control Your Weight. It’s 
and 30's are especially Susceptible ful) of Suggestions on nutrition, 
to rapid weight gain. and other information to help 

If you are in this age range, keep you in trim now and for 
don’t let your weight creep up. many years to come. 
Shedding a few pounds now will 


Weight in Pounds According to Frame (In Indoor Clothing) 
































HEIGHT SMALL FRAME . MEDIUM FRAME LARGE FRAME 
‘SF ngs eas asta 
"woours of 2 bas les ats 
onmen 68 GO ORR 
Se ee 
136- ; Hey 
fages25 = 10 140-150 146-160 33.173 
oe i 48-158 84.170 64-184 
and over 6 ° 52. 62 158- 25 68-189 
i ) 1” heels 6 2 167-185 78-199 
(with shoes on 6 1 ez re} 172-190 182.204 

; Weight in Pounds According to Frame (In Indoor Clothing) — 
96-107 104-119 
> ff 2 
DESIRABLE 5 0 96-104 04.118 12-128 
WOMEN 2 2 ieee He Ue 
rommwomen 8 80 HENS ligisg esita 
5 6 114-12 146 

“127 24-139 33 
of ages 25 2 3 122-131 28-143 37-154 
5 9 126-135 32-147 41-158 
nei ey 13o 149 36.185 49-168 
aca 2 76 138.148 144-159 153-173 
For girls between 18 and 25, subtract 1 pound for each year under 25. 








NOTE: Prepared by the Metropolitan Life Insurance Company. Derived primarily from data of 
the Build and Blood Pressure Study, 1959, Society of Actuaries. 
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This advertisement is one ofa continuing series 
Sponsored by Metropolitan in the interest of our 


Redbook, Reader’s Digest, National G 
U.S. News, Look. 
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